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Check those TWO THINGS 
again... . they mean extra 
sales in the long run. Insulite 
(Bildrite) Sheathing not only 
sheathes a house faster and 
better, but it also insulates at 
the same time. That’s why 
dealers call Insulite the double- 
duty building material. It gives 
more for the money, and that 
makes more money for you. 
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BUILDS AS IT 
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“Insulite’’ is a registered 
rade mark, US. Pat. Off, 





INSULITE Division \ |/MINNESOTA & ONTARIO 
PAPER “Sey COMPANY 
MINNEAPOLIS 2. MINNESOTA 
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PLYWOOD PRODUCTION, despite a flurry of new plant building 
on the coast, continues to lag behind demand. No producer will 
make a guess whether the twelve large plants now building will 
let the industry keep abreast of its orders. In spite of new 
plants and high speed production methods, increased government 
demand, a growing shortage of good peelers and a multitude of 
new uses for plywood make the situation hard to analyze. 


OBSOLETE HOMES totaling nearly 3,000,000 can be removed 
from the housing supply if the building industry continues to 
build new dwelling units at the current rate of about 1,000,000 a 
year. That degree of replacement would far exceed any previous 
record and would mean tremendous improvement in the nation’s 
housing standards. 

PAINT SALES are as much as 30 percent behind expectations. 
Looked for large sales were held down in part by a wet spring in 
many parts of the country; but the most important deterrent to 
sales is the fact most people look on painting as a non-essential 
that can be put off until prices go down. 


UNIVERSAL ATLAS Cement Company abandoned July 7 the 
basing point method selling cement. The method has been used 
in the industry for forty years. A Cease and Desist order issued 
by the Federal Trade Commission makes the change necessary. 
Henceforth prices will be quoted FOB the plant, with the customer 
paying the freight bill. Heretofore competitive conditions have 


often required the company to absorb part of the freight charges. 
FAILURE OF CONGRESS to renew Title VI is one good reason 


why current estimates for new houses in 1948 are not running 
over 900,000. Some officials in the industry say every week 
without Title VI is costing the nation several thousand houses. 











TIGHTER CREDIT 


Bank loans show less gain 
than was recorded last year 


THE GROWTH of bank credit has 
slowed down substantially the past 
few months. The volume of bank 
loans in 1947 increased by a record 
breaking $7.3 billion. But, in the 
first four years months of 1948, 
the total rose by only $861 million. 
At that rate, the total for the cur- 
rent year won’t reach much more 
than $2.5 billion. 





STRAWS IN THE WIND 


The board of governors of the 
Federal Reserve System drew 
the following six conclusions 
from its recent consumer fi- 
nance study: 


1) The year 1947 disclosed 
the first signs of weakening in 
the general financial status of 
consumers but most continue to 
have a strong financial status. 


2) Consumer expenditures for 
durable goods and houses will 
continue in expanding volume. 


3) The trend is for greater 
use of credit in purchasing of 
consumer durables. 

4) There will be a further 
substantial increase in the vol- 
ume of mortgage credit, partic- 
ularly among veterans. 

5) Availability of credit and 
liquid assets will play an in- 
creasingly important part in 
consumer plans to buy both 
durable goods and housing. 

6) The underlying forces 
which have been affecting the 
level of saving out of income 
will change little this year with 
prospects for the further heavy 
dissaving on the part of at least 
one-fourth of all spending units. 











NEW LABORATORY 


Will intensify research for 
the Portland cement industry 


FIRST concrete for the Portland 
Cement Association’s new two mil- 
lion dollar research and develop- 
ment labortory has been placed on 
the site where construction is be- 
ginning in the Village of Skokie, 15 
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CHARLES E. ASPDIN of Hasbrouck Heights, N. J., direct descendant of the English 
inventor of Portland cement, pours first concrete for new Portland Cement Association 
laboratory building at Skokie, Il. Looking on at Mr. Aspdin’s left are W. C. Wecker. 
president of Marquette Cement Manufacturing company; S. W. Storey, president of 
the General Cement company; and W. C. Russell, president of the Peerless Cement 
company. 









miles northwest of Chicago. 

The new laboratory group, con- 
sisting of two buildings joined by 
a covered walk, will occupy more 
than 98,000 square feet. It was 
made necessary, according to Dr. 
A. Allen Bates, Association vice- 
president, by the tremendous in- 
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crease in recent years in new uses 
for cement. 

Included in the design of the new 
buildings are rooms that will dupli- 
cate both arctic and tropical con- 
ditions to test reaction of concrete 
products to weather’ extremes. 
Equipment will include a one mil- 
lion pound compression testing 
machine. 

Among others attending the cere- 
mony were Frank T. Shields, presi- 
dent of the Association, repre- 
sentatives of Northwestern Uni- 
versity, and civic leaders. 


MADISON MEETING 


National Commission salesmen 
hold successful annual meet 


MEMBERS of the National Asso- 
ciation of Commission Lumber 
Salesmen held their annual meeting 
June 28 and 29 at Madison, Wisc. 

Feature of the meeting was a 
day long trip through Forest 
Products Laboratory, during which 
various staff members lectured on 
points of interest. 

Mr. R. U. Bronson, of the Trio 
Lumber Co., Eugene, Ore., ad- 
dressed the meeting on the subject 
“Cooperative Sustained Yield Unit 
Agreement Laws.” 

Officers elected for the forthcom- 
ing year were as follows: Charles 
O. Aschmann, of the Aschmann- 
McGregor Lumber company, Chi- 
cago, president; Fred A. Widman, 
Louisville, Kentucky, first vice- 
president; Martin Crow, Elkhart, 
Ind., re-elected second vice-presi- 
dent; James Grant, Jr., third vice- 
president; Clarence W. Happ of the 
White Star Lumber company, Chi- 
cago, treasurer; Frank J. More, St. 
Louis, Missouri, re-elected secre- 
tary-manager. 

At the banquet meeting, Richard 
Colgan, Jr., executive vice-president 
of the National Lumber Manufac- 











“| wish you'd stop referring to the filing 
cabinets as the ‘Lost and Found’ department!” 
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turers Association, pointed out 
among other interesting facts that 
the present growth of trees is only 
slightly less than the production of 
lumber at the present time. 


MODULAR BRICKS 


Clay products companies rush 
changeover to make unit sizes 


CONVERSION of America’s brick 
and tile production to new modular 
sizes is continuing at a rapid rate, 
Roy A. Shipley, President of the 
Structural Clay Products Institute, 
declared today. 

“There now are 125 manufactur- 
ers of structural clay products, 
manufacturing 40 per cent of the 
nation’s brick and tile, who are 
producing modular sizes of brick 
and tile today, or will produce them 
on order. The use of modular sizes 
means great building-site economy 
through elimination of material 
waste and savings in labor,” Mr. 
Shipley said. 

“Practically every brick and tile 
producer in the Texas-Oklahoma 
region has converted to modular 
production. The midwest produc- 
ers, especially around Iowa, are also 
well advanced. The nation’s makers 
of facing tile have converted 100 
per cent to modular production, 
thus offering new building econ- 
omies to industrial and institutional 
builders,” Mr. Shipley advised. 

“The new production figures 
were revealed as a result of a ques- 
tionnaire sent to brick and tile 
manufacturers by the Structural 
Clay Products Institute. 

“There is every reason to be- 
lieve,” Mr. Shipley concluded, “that 
a substantial part of the more than 
six and a half billion brick equiva- 
lents to be manufactured this year 
will be made according to modular 
specification, which means great 
savings in all types of masonry con- 
struction, from small homes to sky- 
scrapers.” 


14 YEARS LATER 


FHA insures billions in home 
loans; is self-supporting 


IN summing up fourteen years of 
service of the Federal Housing Ad- 
ministration, which was established 
on June 27, 1934, Commissioner 
Franklin D. Richards announced 
that the FHA has now insured over 
$12% billion of mortgage and prop- 
erty improvement loans. 

During this period of time the 
Administration has built up more 
than $176 million in the net worth 
of its insurance funds and paid out 
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TO SELL WHAT SELLS 


In roofing, Color Means Asphalt! 


Your customer is thinking today in terms of color. He is think- 
ing of color as a part of the design of his home. He has had a 
chance to see what color has done for other homes in making 
them bright and cheerful. He wants his house warm, friendly 
and inviting, too. 

In the roof area where color styling starts, Asphalt means 
color . . . and color means Asphalt. Color in wide variety is 
one appealing feature that has helped push Asphalt Shingles 
to their present position of dominant leadership among roof- 
ing materials. It is estimated that 86 % of all roofing purchased 
is some form of Asphalt. 

The book below is a helpful guide to the effective use of 
color. Be sure to get a copy. In the meantime, sell what sells! 

Sell colorful, economical, fire-resistant Asphalt 
Shingles! 


... This booklet,""Choose Your Roof for rain... AND 
SHINE”, will help you sell. 24 pages in full color. Filled with 
tips on choosing and combining colors for exterior styling. From 
members or direct. 
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more than $8 million in dividends 
to borrowers who have paid off 
loans. Commissioner Richards also 
pointed out that the FHA, although 
a public-service government agency, 
is self-supporting. Last year its 
income exceeded $30 million after 
payment of all operating expenses, 

The last twelve months has been 
the largest volume period in the 
history of the Administration with 
over $2 billion 700 million insur- 
ance written. Of this amount more 
than $550 million involved small 
home mortgages insured under 
Title II of the National Housing 
Act, which is a long-range _in- 
urance program. 


VOLUME NOT PARAMOUNT 


“One point should be made en- 
irely clear,” Mr. Richards said, 
“FHA does not and will not place 
the emphasis on volume. Volume 
to the Federal Housing Adminis- 
tration is merely the reflection of 
need and the extent to which this 
Administration can be of service. 
We do not expect to participate in 
the majority of mortgage transac- 
tions. However, we feel it desir- 
able to have sufficient volume to be 
able to exercise an influence in 
building a sound mortgage market, 
as well as to assist in improving 
nousing conditions and make suit- 
able home financing available to the 
public.” 





“B. J. practically had that buyer signed up at the Club 88 
last night, and he's making sure he doesn't lose interest!” 


<) 
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REVISED ESTIMATES 


Demise of Title VI will 
cut starts below million 


THE NUMBER of new permanent 
housing units to be started during 
1948 is estimated at 900,000, an 
increase of 6 per cent over the num- 
ber of starts in 1947, according to 
a revised forecast by the Construc- 
tion Economics Committee of the 
Producers’ Council, David S. Miller, 
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Russwin dependable Rack and 
Pinion Construction. Double com- 
pression springs. All steel case. 

















If you haven’t already taken advan- 
tage of this simplified line of builders’ 
hardware ask your jobber about it. 
Check these advantages and see why. 












Just 4 Mortise Locks and 4 Tubular Locks to handle 
every residential and light commercial job. 





9 No. 200 Rear Door 
Cylinder Knob Set. 


A new, simplified numbering system that’s easy to 
understand. No guesswork, no mistakes. 






Authentic, simple, attractive designs by Russwin crafts- 
men. 


3% Interior 
Base eal Set. 














New Illustrated Bar Labeling shows at a glance what 
is in a box, its metal and its finish. Space for pricing. 









Handsome wood Display Unit and other selling aids. 


No. 400 Bathroom 
and Bedroom Lock 










» New Russwin Easy 4 Simplified Hardware Catalog 
makes ordering simple. 


Send this coupon for full details 


/ Russell & Erwin Division 
The American Hardware Corp. 
St New Britain, Connecticut 













I'm interested, | would like to know the full story about Russwin 
Easy 4 Simplified Hardware. 
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Council President, announced 
Thursday. 

“The Committee’s original es- 
timate of 870,000 starts for the 
year, made last November, has 
been increased as a result of the 
large amount of new residential 
building which got under way in 
the first half of the year,” Mr. 
Miller said. 

“The termination of FHA’s Title 
VI operations makes it unlikely 
that the new estimate will be ex- 
ceeded. 

“The value of expenditures for 
new private housing during 1948 is 
estimated at $6.2 billion, as com- 
pared with $5.3 billion last year. 

“According to the forecast, the 
number of starts during the last 
six months of this year is expected 
to fall about 7 per cent under the 
total for the last half of 1947. 


LESS CREDIT 


“The abundance of mortgage 
money through most of 1947 has 
given way to a more limited supply 
of funds, which are being invested 
with greater selectivity and at 
somewhat higher average interest 
rates. 

“While no severe scarcity of 
mortgage funds exists or is ex- 
pected, builders now are finding it 
somewhat more arduous to secure 
financing than was the case in 
either 1946 or 1947. 

“During 1948, the proportion of 
newly started multi-family rental 
units is likely to be in the neigh- 
borhood of 10 per cent of the total, 
or about 90,000 units, as compared 
with 74,900 units last year. Po- 
tential sponsors of new rental 
projects are more or less occupied 
with construction already under 
way, and it will take some time 
before those organizations can be 
transferred to new projects.” 


HIGH MONTH 


Dollar volume for single 
month at all-time high 


Late reports by the F. W. Dodge 
Corporation show that May con- 
struction contracts in the thirty- 
seven states east of the Rocky 
mountains established the highest 
peacetime dollar volume ever 
recorded in a single month. 

F. W. Dodge Corporation re- 
vealed today that May construction 
contracts in the thirty-seven states 
east of the Rocky Mountains es- 
tablished the highest peacetime 


12 


dollar volume ever recorded in a 
single month. 

The fact-finding organization for 
the building industry reported that 
May’s total of $970,789,000 was 
exceeded only once before, and that 
was June 1942 when war construc- 
tion was at its peak. The record 
monthly total in the thirty-seven 
states set six years ago was $1,190,- 
264,000, and was comprised 
principally of heavy engineering 
and industrial building projects. 


RULES NO. FOURTEEN 


Year of new standards has 
bettered lumber "“usibility" 


RULES No. 14 of the West Coast 
Bureau of Lumber Grades and In- 
spection has resulted in a “much 
better lot of lumber for the purpose 
intended than could be shipped 
under the old Rules No. 12,” ac- 
cording to H. L. Brown, general 
superintendent of the Bureau. 

Put in practice a year ago on the 
West coast, Rules No. 14 was the 
result of four years of intensive 
research and the sifting of advice 
from thousands of lumbermen in 
all parts of the industry. It re- 
placed Rules No. 12, which “grew 
like Topsy” and consequently had 
many faults. 

At all times during the prepara- 
tion of Rules No. 14, the importance 
of a piece of lumber for the purpose 
intended was kept in mind as be- 
ing of the utmost importance. Ap- 
pearance was considered, but it 
took second place. The primary 
thought was to give the user of 
lumber a product he could rely on 
to the limits of the grade. 


APPEARANCE SECONDARY 


The new grading limitations 
stress the fact appearance should 
be used in considering grade only 
when appearance is the prime con- 
sideration. Rules No. 14 takes into 
account that good appearance in no 
way determines the strength value 
of a piece of lumber. 

Rules No. 14 controls the grading 
of structural lumber on the basis 
of slope of grain, number and size 
of knots, number of growth rings, 
rot and other factors which 
scientific tests showed were im- 
portant. 

“Rules No. 14,” according to Mr. 
Brown, “is like anything else that 
isnew. Any change from a custom 
that we have been using for years 
is resisted. Rules No. 12 had been 
in use since 1934. The change from 
it was a major change. But it had 


to come and it was best to make 
that change as soon as possible, 
“Generally,” Brown continued, 
“Rules No. 14 is a much better 
grading rule than Rules No. 12 or 
any previous rule. Within another 
12 months we will be using it as if 
we had been using it for years.” 





. all the names of our sub- 
scribers who have been readers 
of AMERICAN LUMBERMAN 
for at least 25 years. The mail 
daily brings us the names of read- 
ers who have been following our 
columns for 30, 40 and 50 years. 

Here’s why we would like to 
have you veteran readers send in 
your names and tell us how long 
you have been subscribers. This 
year we are celebrating our 75th 
anniversary. We are planning 4 
special 75th ANNIVERSARY 
ISSUE honoring the industry. At 
the same time, we plan to honor 
our long-term readers by pub- 
lishing their names. 

So, if you have been a reader 
25 years or more, why not drop 
us a line today? Life-time sub- 
scriptions will be awarded our 10 
longest-term readers. Write to the 
AMERICAN LUMBERMAN, c/o 
75th anniversary editor, 139 
North Clark Street, Chicago 2, Ill. 
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HOUSING LEGISLATION is expected to be one of. 
the political storm centers of the coming election 
campaign. How vulnerable the 80th Congress will 
be to attacks by the Administration on that issue, is 
not yet clear. But when the President signed S. 2790, 
usually known as the Housing Bill, he called it a 
batch of political patchwork; indicating an intention 
to whang away at it, in and out of season. 


THE FATE OF T-E-W is still a minor mystery. 
When House bill 6959, the Wolcott affair, came over 
to the Senate, Mr. Taft tried to substitute T-E-W for 
itand to send the whole business to conference. It's 
anybody's guess; but, had that been done, the con- 
ference committee probably would have approved 
it, with the exception of public housing and slum 
clearance. Title Six almost certainly would have 
been enacted into law. 


SENATOR ELLENDER objected to the substitution 
of T-E-W for the House bill. He was one of the 
sponsors of T-E-W; and why he objected seems not 
tobe known. Perhaps he didn’t want the bill to bear 
another name; or it may have been an all-or- 
nothing attitude on his part. The Congressional 
Record indicates it was the Ellender objections that 


knocked out T-E-W and issued in the passage of 
5. 2790. 


POLITICAL ATTACKS on housing legislation will 
not be so good for this industry, no matter what the 
circumstances. We're likely to be the fall guy. Re- 
publicans in Congress were divided; as note the fact 
that Representative Wolcott charged the President 
with Socialistic leanings, because Mr. Truman ad- 
vocated the bill that was written and supported by 
Senator Taft! Well, better have your piece ready to 
speak. 


TOP PURPOSE of the housing law that did get 
passed is to get more money loaned on GI home 
mortgages. Most institutions had already loaned 
pretty much up to the limits set by the rules. They 
can now sell to the Federal National Mortgage As- 
sociation—a branch of RFC—as much as 25 percent 
of their GI home mortgages that have been issued 
after April 30th of this year. This would be upwards 
of $600,000,000 worth. 


HOUSING STANDARDS, under this marketing 
law, are causing some perplexity. Under the law, an 
agency selling a GI loan to FNMA must declare 
that the house involved has been built according 
to FHA standards. But the Veterans Administration 
In cppraising a house usually does little more than 
to check the amount of the price and doesn't mon- 


key much with quality of materials and of construc- 
tion 
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PURPOSE OF THE REQUIREMENT was to set up 
a recognized standard of quality. To comply with 
the law, it looks as though the VA would have to 
adopt the appraisal practices followed by the FHA 
in its own underwriting. . . This same law permits 
FHA to insure up to 95 percent of loans on co-ops. 
But it left the cost limitation per room at $1,350. In 
most areas the cost is about $1,800 per room! 


FLOORING EXPORTS: Some effort is under way 
to increase the amount of hardwood flooring allo- 
cated for overseas shipment. But it’s a special story 
with a special reason. Some flooring manufacturers 
are accumulating surplus inventories of beech and 
pecan, and there doesn't seem to be an active 
domestic market for these species. There might be 
a foreign market. At least the manufacturers are 
interested. 


TIE-IN SALES are supposed to account for these 
surpluses. Certain suppliers required flooring manu- | 
facturers to take more or less of these other species, 
along with oak. Nothing much to do with it except 
make it into flooring. Sure, it's good flooring; but 
buyers don't take it to readily, as yet. Foreign 
buyers might. As the page understands it, the 
efforts to swell the allotments have to do with these 
species. 


SPECIAL SESSION of Congress is not probable. 
Republicans don't want it; and Democrats would 
rather compare the Republican platform with the 
record of the 80th Congress, for political purposes. 
And Congress trying to legislate during the Wash- 
ington dog days and with a caimpaign in progress 
would be nothing short of a nightmare. The only 
compelling reason for a special session would be a 
major European blowup. 


THE BOOM is still on the make. Total personal 
income on a national scale is rising—and is being 
spent. Treasury outgo will exceed income the next 
six months. Total retail sales, in dollars but not in 
units of goods, are still going up. Exports haven't 
felt the full power of ERP expenditures but will do 
so soon. Prices will feel the third round of wage in- 
creases; have still to feel the full impact of tax re- 
ductions. 


HOUSING VOLUME still increases. House con- 
struction is one of the few lines in which the number 
of units, as well as the dollar totals, is on the in- 
crease. Credit is expanding; and this causes con- 
cern in official circles. Prices now are at the highest 
level of record; and if they continue to spiral upward 
for another six months, so say the top analysts, it’s 
a practical certainty they'll come down; but fast. 
Ouch! In all languages, ouch! 
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SAVE CONSTRUCTION DOLLARS 
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SAY TAY’ VART 


TAVART 


oVERH EA D 
GARAGE DOOR 
HARDWARE 





HALF-OPEN 


EASILY INSTALLED 


Tavart is selling faster naticnwide 





because Tavart saves money, saves 
time, saves space on any overhead 
door installation. 





Tavart is easily installed by only one 
man. It’s all on the jamb...no tracks, 
no weights, no pulleys... nothing 
to attach to side walls or ceilings. 


Tavart pleases owners with its easy 
up, trouble-free operation. Tavart is 
steel throughout, built to last a life- 
time. 





There’s a Tavart model for home, 
industry and farm. Overhead clear- 
ance from 3” to 14”. If a door goes 
up and over it does it easier with 
Tavart. 








distributed by leading hardware jobbers 
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IT’S ALL ON Building Material Dealer 
THE JAMB 
eNO TRACKS 
eNO WEIGHTS TAVART COMPANY 
© NO PULLEYS CLEARWATER, CALIFORNIA 


There’s A TAVART Model For Every Purpose 


Order Through Your Favorite 
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INSURANCE FOR SURVIVAL! 


An expression of Free, Private Enterprise functioning at its best 


Once in a decade an idea or project for industry- 
wide benefit generates at the grass roots and spreads 
in ever widening circles throughout the industry to 
the satisfaction and profit of both business and the 
public. 


Such a concept is described elsewhere in this issue 
as the Dealer Research Project of the Committee of 
100. It established a landmark in the history of re- 
tailing in this industry. 


When an industry-engineered house with identical 
specifications is priced at $5,500 in one section of 
our country, and at $10,000 in another, the need for 
searching out and spreading information concerning 
techniques and methods of reducing the ‘cost of 
light construction cannot be denied. 


A grass roots band of crusading dealers has recog- 
nized that research into the house as a whole is 
primarily a dealer problem because houses and other 
light construction packages are fabricated and 
erected locally. 


They recognized further: that research funds must 
either come from the dealers themselves, or from 
government; and that if funds were provided by the 
government, a degree of bureaucratic control would 
inevitably accompany them. 


So 100 dealers from more than 20 states through 
word of mouth solicitation only, have subscribed 
for a three-year program of cost reduction research. 


Simultaneously in the association and trade press, 
announcement of the project is now released. 


The questions developed during the preliminary 
campaign, together, with their answers, give ample 


proof of the tremendous importance of this under- 
taking 
g. 
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One of the happiest thoughts in the entire plan is 
the eminently equitable basis of subscription sug- 
gested to the individual dealer, i. e. 25 percent of his 
annual insurance costs. 


This project is literally insurance for survival— 
because it means that the retail lumber and building 
products dealer will continue to provide ever more 
value for less money to his community. 


But the project is more—it is private enterprise 
functioning at .its best—the voluntary cooperation 
of a nation-wide group of enlightened dealers who 
recognize that only through such voluntary coopera- 
tion can free enterprise remain free. 


Because this is a dealer generated, dealer sponsored, 
dealer financed and dealer adminstered program, our 
readers are urged to give favorable consideration to 
the subscription blank appended. 


Obviously, with such small contributions from in- 
dividual dealers, the project can only be successful 
if great numbers of dealers accept their individual 
responsibility. 


The entire industry, as well as the public, will 
watch with unusual interest the growth of this pro- 
jected voluntary cooperaton of free private enter- 
prisers. 


EDITOR 















Committee of One Hundred, comprising building products merchants from 


Coast-to-Coast, map comprehensive program to reduce costs and increase home 
values; NRLDA and regional association secretaries indorse continuous 


A’ NO TIME in recent years 
have the retail lumber and 
building products dealers of the 
country been so thoroughly inter- 
ested and aroused as are those who 
have heard of the new plan for 
housing research — originated, 
sponsored, financed, controlled and 
administered by the dealer himself. 
The plan started with a group of 
Illinois and Indiana dealers headed 
by Clarence Thompson of the 
Thompson Lumber Company, Cham- 
paign, Ill., and Ray Schaub of the 
Northern Indiana Lumber and Coal 
Company, Whiting, Ind. John D. 
(Jack) McCarthy, Secretary, IIli- 
nois Lumber and Material Dealers 
Association, Inc., a member of the 
original planning committee, gave 
valuable advice and assistance. 


research project to which 60 dealers have already subscribed 


Dealers Organize Nation-Wide Research 
Program to Cut Home Building Costs 


These dealers have been watching 
the work of the Small Homes Coun- 
cil of the University of Illinois for 
several years with growing interest. 
Being fairly close to the Illinois 
campus, they have also had an op- 
portunity to see the results of some 
special work that the university 
had done on the Industry-Engi- 
neered Home. Gradually they came 
to the following conclusions. 

Continuous Research 

® THAT research directed at lower- 
ing the cost of new small homes 
should be a continuous process, at 
least until the important savings 
possible in building small homes 
were uncovered, segregated, tested 
and implemented for the benefit of 
the dealer, the industry and the 
consumer. 





Wide Research Field Open to Committee 


Some specific research studies which might be undertaken by the 
Dealer Research Project of the Committee of 100 are outlined below. 
Cost saving combinations of materials with materials. 

Cost saving combinations of materials with equipment. 

What sections of light construction can be yard-fabricated? 

What savings are there in pre-cutting lumber? 

What is the ideal materials flow plan for minimum cost? 

What is the ideal work-flow plan for minimum cost? 

How can work flow and materials flow be coordinated to reduce cost? 
What can be done to materials and equipment by machines to re- 


duce the amount of hand labor? 


How can structural units be simplified? 
What time and motion wastes are prevalent in local construction and 


how may they be prevented? 


What new factors of design and engineering will reduce on-site costs? 

Why is the cost of an identical small house, exclusive of lot and financ- 
ing, as much as 100 per cent more in one locality than another? 

Why are some dealers able to provide at a good profit small houses 
for as little as one half of what consumers pay elsewhere? 

Why is a basement-less house a better value at lower cost? 

What specific savings are to be had in such innovations as storage 
walls, preassembled doors and windows, light weight roof trusses, 
preassembled wall, floor, ceiling and partition sections, etc. 

A study of minimum structural systems for hot-dry, moist-hot and cool 


climate areas. 


A study of ways and means to reduce costs through specific improve- 
ments in dealer-contractor relations. 
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® That dealers being under more 
and more pressure to find an an- 
swer to the high cost of housing 
that would be satisfactory to their 
local public should do what they 
could to make certain that research 
work continues. 


® That as long as houses are built 
on local residential sites, much of 
the actual research, and nearly all 
of the application of research, 
should be done on the end product, 
i.e., the completed house as well as 
its parts. 

© That if a representative group of 
the dealers of the country would 
participate, the cost of doing an im- 
portant job of research could be 
spread so widely that the cost to 
the individual dealer would be very, 
very nominal. 


@ That the monetary and public 
relations benefits to the individual 
dealer in the determination through 
research of a way to reduce the cost 
of new houses would be many times 
any cost per dealer of getting the 
research done. 


® That all the dealers in the United 
States should be given an opportu- 
nity to participate. 

® That the plan should be truly 
national, with dealers participating 
from every area of the country. 

® That every dollar raised should 
be devoted to the one single pur- 
pose of searching out ways to re- 
duce the cost to consumers of new 
homes, farm buildings and other 
light construction products. 


® That no one should have any 
voice in the control of the research 
funds except lumber dealers. 

® That the construction require- 
ments of all climatic regions in the 
country would be embodied in the 
research program so that every ge0- 
graphical area would benefit from 
the results. 

® That a controlling Committee of 
One Hundred should be set up that 
would represent every area of the 









NORMAN P. MASON 


country (possibly one dealer and 
an alternate from each state in the 
Union). 


Subscriptions Voluntary 


® THAT the amount of subscription 
of a dealer should be entirely vol- 
untary; 25 per cent of the com- 
pany’s annual insurance cost was 
suggested as an equitable basis for 
all dealers. 

* That this Committee of one hun- 
dred could meet once each year and 
allocate money on hand to specific 
research projects for the coming 


RAY SCHAUB 





To assist the Committee of One 
Hundred, American Lumberman & 
Building Products Merchandiser pro- 
vides below a coupon subscription 
blank which may be filled out, clipped 
and mailed together with your first 
year’s check to the chairman or trus- 
tee. 





mail and trade journal solicitation 
would be had. 

ALREADY 85 geographically rep- 
resentative dealers have signed 
pledges ranging from $100 to $500 


CLARENCE THOMPSON 


datory for a dealer to participate 
in the research project, each dealer 
is urged to consider this research as 
business suvival insurance and 
worth at least as much as 25 per 
cent of his overall annual insur- 
ance expense. Every dollar raised 
will be devoted to the one single 
purpose of searching out ways to 
reduce the cost of new buildings to 
the consumers. 


Participating dealers are invited 
to recommend research projects 
and agencies to the Committee of 
One Hundred. 


year. 

* That a national leader in the in- 
dustry should be the trustee of the 
funds and that the funds should be 
kept separate from any association 
budget, local, state or national. 

Norman Mason, president of the 
National Retail Lumber Dealers 
Association, accepted the post of 
depository of funds and was named 
honorary trustee. 

Messrs. Mason, Schaub, Thomp- 
son and others of the original spon- 
soring group with the organizing 
goal of 100 subscriptions obtained, 
decided upon a plan of mass dealer 
solicitation through the officials of 
regional and local dealer associa- 
tions, and through publicity in the 
business papers of the industry. 

With these principles and policies 
established, the group secured the 
consent of Norman P. Mason, presi- 
dent of NRLDA, to act as the na- 
tional trustee of the research funds. 
Mr. Schaub agreed to serve as tem- 
porary chairman of the Committee 
of One Hundred. 

It was determined to prepare a 
subscription blank (facsimile be- 
low) and to secure the subscrip- 
tions by personal solicitation of the 
original group until 100 subscrip- 
tions were in hand, at which time 
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each year for three years. While 


In arriving at proper subjects for 
no percentage or amount is man- 


research, it is planned to develop a 





To: ee ie 3 oe 
Mr. Ray Schaub 


Dealer Chairman 
Committee on Research into House 

Construction Cost Reduction 
Northern Indiana Lumber & Coal Company 
Whiting, Indiana 

| (we) hereby subscribe the sum of 
per year want Po Sept. | each year for a period of three years. 

It is my (our) understanding that this money will be used solely and 
exclusively for research activities concerned with reducing the cost of 
building new individual houses and that | (we) will receive regular 
procedure and progress reports. 


Company .... 
Address 


While no percentage or amount is mandatory for a dealer to par- 
ticipate in the research project, consider this research as business sur- 
vival insurance and worth at least as much as 25 per cent of your 
overall annual insurance expense. 

Make checks payable to— 


Mr. Norman Mason, Trustee 

Committee on Research into House Construction Cost 
Reduction 

Wn. P. Proctor Company 

North Chelmsford, Massachusetts 











study for determining methods of 
improving and simplifying home 
construction, thereby reducing the 
cost of conventional built houses— 
houses built mainly of lumber and 
other commercially available ma- 
terials. This study will be an an- 































ARIZONA 

O'Malley Lumber Co.. Phoenix. 

Mulcahey Lumber Co., Tucson. 
CALIFORNIA 

Barr Lumber Co., Wilbur Barr, Santa Ana. 
COLORADO 





























Springs. 
W. E. Barr Lumber Co., W. E. Barr, Denver. 
CONNECTICUT 




















FLORIDA 











Mack Lumber Co., James Mack, Hollywood. 
ILLINOIS 






































E. Kent & Company, E. Kent, Clinton. 











Hill Lumber Co., Don Wilson, Danville. 
Huff & Son, R. W. Huff, Decatur. 


























Wahlfeld Mfg. Co., James Wahfeld, Peoria. 
Barker-Goldman-Lubin, Springfield. 
Vredenburgh Lumber, Springfield. 














INDIANA 




















Bader Corp., C. W. Bader, Gary. 










Q. Why should lumber and building 
products dealers invest money on re- 
search directed towards the cost re- 
duction of new homes and other light 
construction ? 

A. Because such research will be 
reflected in better service to contrac- 
tors and consumers by dealers in 
every community where a dealer ex- 
ists, and because such improved serv- 
ice will mean greater profits for the 
dealer? 


Q. Specifically, how will the deal- 
er’s service be benefited? 

A. Whenever research has uncov- 
ered a technique for reducing the cost 
of any element of construction, such 
technique will be made the subject of 
a bulletin which will be distributed to 
the dealer through the association 
structure of the industry. The dealer, 
in turn, can quickly inform his con- 
tractors and builders of the new cost 
saving technique. 


Q. Will all dealers benefit regard- 
less of whether they subscribe or 
not? 

A. This being a 100 per cent dealer 
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The Newton Lumber & Mfg. Co., Vernon Hollenbach, Colorado 


A. W. Burritt Company, Art Clifford, Bridgeport. 
Deforest & Hotchkiss, B. F. Bailey, New Haven. 


Gate City Lumber Co., M. Debert, Ft. Lauderdale. 


Antioch Lumber & Coal Co., Edmund F. Vos, Antioch. 
Baumyart Lumber Co., C. H. Baumyart, Bloomington 

Corn Belt Lumber Co., N. P. Prenzbar, Bloomington. 

Kent Lumber Co., Everett Kent, Bloomington. 

Parker Bros., George H. Parker, Bloomington. 

Prairie Lumber Co., Leo N. Brown, Bloomington. 

Schwulst Lumber & Coal Co., C. F. Schwulst, Bloomington. 


Dacy Lumber Co., J. McConnell, Champaign. 
Thompson Lumber Co., Clarence Thompson, Champaign. 


Elliott Lumber Co., Clarence Belliott, LaSalle. 
W. S. Logan Lumber Co., Chas. E. Shaw, Paris. 


Watson Lumber Co., James L. Watson, Troy. 

Calumet Lumber Co., Cliff Porter, East Chicago. 

Ft. Wayne Builders Supply, John Suelzer, Ft. Wayne. 
Standard Lumber Company, Fred Wahrenberg, Ft. Wayne. 


Indiana Harbor Lbr. & Coal Co., H. Main, Indiana Harbor. 


alysis of the structural system, ex- 
terior and interior finishes, exterior 
accessories (functional and decora- 
tive), millwork, heating systems, 
electrical systems, and the study of 
dealer-contractor relations. You 
will find further clarification of the 


RESEARCH COMMITTEE OF ONE HUNDRED SIGNED APPLICATIONS 


program in the question and cnswer 
column. 

The plan has been endorsed by 
the board of directors of the Na- 
tional Retail Lumber Dealers Asggo- 
ciation, and by the Regional Secre- 
taries’ Conference. 


Burnett Binford, Charles Wagner, Indianapolis. 

Southport Lumber Co., T. W. Davidson, Indianapolis. 
Crawford Morris Lbt. Co.. Raymond Morris, Mitchell. 
Pease Co., Chas. Pease, Terre Haute. 

Northern Indiana Lbr. & Coal Co., R. A. Schaub, Whiting. 
Whiting Lbr. & Coal Co., G. W. Hornett, Whiting. 


LOUISIANA 


Bogalusa Lumber Co., Miss Campbell, Bogalusa. 
Louisiana Western Lbr. Co., F. Lisle Peters, Lake Charles. 
Frerichs Lumber Co., Inc., Eddie Boh, New Orleans. 


MARYLAND 


Clanton Lbr. & Supply Co., L. E. Clanton, Shreveport. 


The Nuttle Lumber & Coal Co., Frank Nuttle, Denton. 


MASSACHUSETTS 


Elder Jones, Hugh C. Elder, Amherst. 
Welch Company, Russel Fish, Scituate. 


MICHIGAN 
MISSOURI 


Nowels Lumber & Coal Co., Russell Nowels, Rochester. 


Scruggs Guhleman Lumber Co., Cliff Scruggs, Jefferson City. 


NEW JERSEY 
NEW MEXICO 


Woolsey & Cadwallader, Paul Cadwallader, Pennington. 


J. C. Baldridge Lbr. Co., W. P. Narley, Albuquerque. 


NEW YORK 


M. D. Green Lumber Co., Mr. Clark, Auburn. 


Wm. H. Deyo & Co., Ellenville. 

Dain & Hill, Inc., J. W. Dain, Mahope Putnam Co. 
Dain Supply Co., Inc., J. W. Dain, Mahope Putnam Co. 
Cotton-Hanlon, Inc., H. A. Hanlon, Odessa. 

Millard Lumber Co., Chas. Overdorf, Poughkeepsie. 


OKLAHOMA 


Hanna Lumber Co., W. E. Hannah, Oklahoma City. 


TENNESSEE 


Farragut Lumber Co., Fred Stair, Knoxville. 


TEXAS 


WISCONSIN 


generated, sponsored, and controlled 
operation, the Committee of One Hun- 
dred will have the final say on this, 
but it is believed that all dealers 
should have the information so that 
the industry and consumer benefits 
would be rapid and wide-spread. 


Q. Could monies subscribed for this 
research program be deducted as a 
business expense from income taxes? 

A. The principle of deducted money 
spent for research is accepted by the 
Treasury Department. 


Q. How many and where will the 
research projects be conducted? 

A. The practical limitation here will 
be the amount of money available. It 
is thought that as rapidly as possible 
research into three geographical con- 
struction systems should be started: 

1) A house for the hot, moist cli- 
mate, 

2) A house for the hot, dry climate, 

3) A house for the cool and cold 
climates 
Three systems of construction should 
be enough to cover the country. An- 
other factor that will have a bearing 


Brannum Lumber Co., J. Brannum, Racine. 


QUESTIONS AND ANSWERS PERTINENT TO THE HOUSING RESEARCH PROGRAM 


Frontier Lumber Co., N. L. Stokely, Brownsville. 
Lynn Boyd, Pampa. 





on the answer to this question is the 
kind of research proposals made to 
the Committee of One Hundred. The 
most likely projects in terms of cost 
reduction will undoubtedly receive 
primary attention. Every participat- 


ing dealer is invited to make sugges- 
tions. 


Q. When will the first research 
contract be written? 

A. The Committee of One Hundred 
could be called into action as soon as 
sufficient money is available to start 
or continue a project. 


Q. Will any of this money be used 
for any other purpose? 

A. There will be no personnel ex- 
pense in connection with the admin- 
istration of this fund. It is the thought 
that the cost of required stationery 
and supplies and the typing expense 
could be absorbed by association of- 
fices, and that, therefore, every single 
dollar put up by the dealer would go 
fully and directly into research and 
nothing else. In any event, admin- 
istration costs would be extremely 

(Continued on Page 88) 
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Retail Lumber Stocks--A Comparison 


Analysis of total lumber stocks in the hands of 
nation’s retail dealers shows wide disparity 
by regions. North central states are in lead. 


BILLION BOARD FEET 
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Dealers and contractor builders 


show substantial savings afforded by 


modular principles 





l-E- Homes Program Is Making 
Deserved Progress 


Well 


HE PAST SIX months has 

witnessed the transformation 
of an ideal into a practical reality. 
The Industry Engineered Homes 
program is growing; its influence 
is spreading throughout the coun- 
try and to all branches of the in- 
dustry. 

One of the most encouraging 
trends is that dealer-builders and 
independent contractors are erect- 
ing I-E houses, studying the effi- 
ciences and economies, and adding 
their endorsement to the I-E prin- 
ciples. 

Most recent of these to come to 
our attention is the experience re- 
ported by Vern Carlson, Edinburg 
Lumber Company, Edinburg, Tex. 
This dealer has just completed two 
I-E houses; one a 47-1 “L” shaped 
model, the other a two-story, two 
16’x24’ unit model. 

The 47-1 was built without base- 
ment, and without garage attached. 
It has been inspected for FHA ap- 
proval for $5400, including a 75’x 
142’ lot valued at $600. 

A round figure summary of costs 
adds a conclusive argument in favor 
of I-E principles. 

LUMBER AND SUPPLIES: 
Including all lumber, hardware, 
doors, windows, cement, sand 
and gravel, hot water heater, 42” 
kitchen cabinet unit with sink, 
and paint, at wholesale cost. 


PLUMBING: Including complete 
bathroom fixtures, installed and 
connected; also city permits. 


WIRING ONLY, including permits. 


INTERIOR PAINTING: Textoned 
finished throughout, flat wall 
paint, enameled wood work. 


FLOOR SANDING AND 
FINISHING 

KITCHEN CABINETS, millwork: 
2 base sections, 2 wall sections, 
2 connecting ceiling sections, 1 
connecting unit, ceiling installed. 


ANCE 


LOT (75’x142’) 
LABOR: Including carpenters and 


Avay. Clues 


s ays? 


} yay ayn yay 


job superintendent $750.00 
The house was built with solid 8” 
concrete foundation with cored 
pier holes every 6 feet, 6 feet deep. 





l-E HOMES RESEARCH PROVES 5 PERTINENT POINTS 


In a verbal statement to the Producers’ Council, officials of the Small 
Homes Council, University of Illinois, gave a summary of the results of 
their Industty Engineered Homes research with particular reference to 
the savings effected by modular coordination. While the complete and 
detailed report will be published later, it may be summarized in five 
pertinent points. 


I. 
2. 


3. 
4. 
5. 


Industry engineering is of special help to the small builder, whereby 
he can compete with costs achieved by quantity builders. 

Saves man seve A 47-1 I-E house, employing modular coordina- 
tion principles, saves 438 man hours over the same unit built con- 
ventionally. 

These time savings cover all crafts. They represent a 21°, overall 
savings in construction time. 

In terms of dollars, the savings of material and labor are 9.8°/, of 
total house cost, not including profit. 

The two major economies are effected by the roof truss assembly, 
and by the open construction, modular system of interior wall 
finishing. 


The significance of these results to the home building industry are as 
follows: 


a) 


It is demonstrated that the manufacturing and retail industry as 
constituted in the Producers’ Council and the National Retail 
Lumber Dealers Association, operating through a manufacturer- 
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TWO story I-E unit, shown on the op- 
posite page, illustrates flexibility of mod- 
ular principles, with equal savings in 


time and materials. 


AN IL-E house, right, for $5,400 including 
lot, as built by Edinburg Lumber Com- 


pany, Edinburg, Tex. 


THE 47-1 I-E house, below, was com- 

pleted in 90 days—total of 1009 man- 

Built by private contractor in 
Champaign, III. 


Ve 


hours. 





Center matched sheathing, asbestos 
siding, wood shingle roof, standard 
mill window units, door frames, in- 
terior and exterior first quality 


white pine. Fir doors, copper win- 
dow screens, oak floors throughout 
the house, including kitchen, bath- 
room, and closets. Sheetrock walls, 





dealer coordinating committee can develop an improved small 
homes production program that will effect substantial savings over 
orthodox methods. 

It has been proved that manufacturers’ engineering and research 
departments are eminently capable of designing and engineering 
high quality, low cost housing. 

Modular coordination has justified itself in important cost savings. 
Properly briefed, a local contractor can effect savings even beyond 
those secured in this controlled research project. 

That new techniques require more detailed and specific plans, 
specifications, “a instructions than have heretofore been consid- 
ered necessary. 

It is indicated that further work in industry engineering should be 
done by the manufacturers nationally and the dealers locally, with 


teamwork assured through the manufacturer-dealer coordinating 
committee. 


That dealer is missing one of the greatest opportunities in 
years who does not take these steps: 


I. 


—— 


Secure from his regional or national association complete oper- 
ating details on how to locally take advantage of the savings pro- 
vided in Industry Engineered houses. 

Call in a flexible-minded contractor, and together with him build 
a demonstration |-E home, attempting to beat the 438 hour labor 
saving record so far established. 





Burtpinc Propucts MERCHANDISER 


well jointed and textoned. All ma- 
terials and workmanship of high- 
est quality. 

No breakdown figures are avail- 
able for the two-story model, but 
including a 47’x150’ lot valued at 
$700.00, it has been inspected for 
FHA approval for $6250. 


In Pampa, Tex., Lynn Boyd has 
built two I-E houses; one 16x24, 
the other 16x28. These include 
2x10 floor joists, solid concrete 
foundation, termite shield, asbestos 
shingles, No. 1 oak flooring, batt 
insulation in wall and attic, weather 
stripped windows, and many other 
quality features. FHA value, in- 
cluding a $1000 lot, is $8000. 


A 47-1 I-E House just completed 
in Champaign, IIl., by a private con- 
tractor required only 1,009 man 
hours to build. The same construc- 
tion methods, precutting, assembly 
techniques, and material lists used 
on previous experimental models 
were used on this house. The only 
difference is that the walls were 
finished with asbestos cement board 
with battens over each stud, 4” 
panel sheathing, 2” of insulation, 
and wall board on the inside. 


Results to date indicate that the 
principles of modular coordination 
as incorporated in the Industry En- 
gineered Homes program are effect- 
ing substantial savings over con- 
ventional methods everywhere they 
are practiced. The above examples 
are just a few of the many. New 
I-E houses are being started every 
day. The program is definitely 
gaining momentum, and promises 
to exercise a potent and worth- 
while influence on home design and 
construction in future years. 
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NRLDA Sponsors Dealer 
Advertising Awards 


Rules of annual contest to select retail building products merchants 
who are doing an outstanding job for the industry and community 


are announced; Oct. 15 is deadline this year; first awards will be 


N EVER IN THE history of the retail lumber dealer 

has his contact with the public been more im- 
portant than today. And never has it been more 
important for the dealer to tell the public what 
he is doing to serve consumer needs and how he is 
doing it. 

Many dealers are already doing an effective job of 
telling their story through newspaper advertisements, 
direct mail, radio and billboards. To encourage these 
dealers to continue their campaigns and to rally more 
dealers to similar efforts, the National Retail Lumber 
Dealers Association is sponsoring annual awards for 
outstanding service to the community and the industry. 

The purpose of these awards is to provide a means 
of focusing public attention upon these outstanding 
dealers thorough subsequent articles in the press. 


TYPES OF ENTRIES 


ENTRIES for these awards will fall in three cate- 
gories: 


1) Promotion of an idea. This may be done 
through advertising, public speaking or programs of 
any type designed to inform or present an idea to the 
general public—a satisfactory portion of the unin- 
formed public. 


2) Production of some type of proof. For example, 
an Industry-Engineered home or a home of better 
quality and at less cost than similarly located public 
housing; a factual presentation showing that private 
rentals averaged less than local public housing rentals 
of similar quality; the results of a home show or model 
home presentation. 

3) Participation of organizations other than the 
lumber yards. Participation is stimulated when (a) 
some channel of public information, newspaper, radio 
or civie groups, takes up the proposed program; (b) 
some element in the building industry other than the 
lumber retailer joins in the program; (c) some or- 
ganization or segment of the public takes up or carries 
out the program. 


Samples of such participation: unpaid publicity, 
samples of letters, press releases, buttons, show cards 
—any type of promotional matter not furnished by 
the dealer exclusively. 
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made at NRLDA meet in Miami; trade magazine editors are judges. 





HOW YARDS CAN ENTER 


DEALERS can enter this contest in one of three 
ways. They may send their entry, including photo- 
graphs, documents, the story of the problem encoun- 
tered, the solution used and proof of its effectiveness 
directly to the Director of Public Relations, National 
Retail Lumber Dealers Association, Suite 302, The 
Ring Building, 18th & M Streets, N. W., Washington 
6, D. C. 


The editor of any trade journal may stimulate the 
entry of any dealer’s program within his knowledge; 
or which he has published during the period between 
NRLDA meetings or which he plans to have published. 

The staffs of Federated Associations may submit 
entries of yards in their own areas. 


PREPARING ENTRIES 


TEN copies of the manuscript explaining the prob- 
lem, the solution and proof of effectiveness of the pro- 
gram must be sent to the NRLDA office for distribu- 
tion to the judges at least 25 days before the opening 
of the annual national meeting of NRLDA. This 
means that this year manuscripts must be in the 
NRLDA office by October 15. Only one exhibit of 
photographs, documents, advertising and displays need 
be prepared. Winning entries will be on exhibit at the 
NRLDA annual meeting in Florida. Judging of the 
manuscripts will take place in Washington, D. C. ap- 
proximately two weeks before the annual meeting. 
Award winners will be notified so that they can be 
present to receive the awards in person at the annual 
meeting before the board of directors. 


Entries will be classified on the basis of dollar credit 
rating as outlined below. All entries must bear a 
designation of the organization that prepared them. 


SPECIAL I-E AWARD 


A SPECIAL Industry-Engineered home award will 
be made. All entries in the six classes which include 
the construction of an I-E home as a part of the public 
relations program will be automatically entered and 
judged separately for the I-E home award, whether or 
not such an entry has already received an award in 
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How Entries Are Classified 


There will be seven classes of entries. One plaque will be awarded 


in each class. 


Class No. |—Yards with a credit rating under $15,000. 


Class No. 2—Yards with a credit rating of $15,000 to $50,000. 
Class No. 3—Yards with a credit rating of $50,000 to $125.000. 
Class No. 4—Yards with a credit rating of $125,000 to $500,000. 
Class No. 5—Yards with a credit rating of over $500,000. 


Class No. 6—Dealer group public relations programs. 


All entries except dealer group entries will be made under the ap- 
propriate class indicated from Class No. | to Class No. 5. The group 
classification was created to highlight public relations programs jointly 
sponsored by several lumber companies in a single town. 





one of the six designated classes. Any organization 
can submit its I-E homes program as an entry to be 
judged for this special I-E homes award. 

The awards will be made annually. They will be 
presented each year at the annual meeting of the 
National, beginning with 1948. 

NRLDA will issue a four-page folder with complete 
details of the contest rules. These folders will be dis- 
tributed through state and regional association sec- 
retaries. 
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Contest judges will be the following trade journal 
editors: Ed Gavin, AMERICAN BUILDER; Art Hood, 
AMERICAN LUMBERMAN;; Jack Parshall, BUILDING SUP- 
PLY NEws; Walt Grinols, MISSISSIPPI VALLEY LUMBER- 
MAN; Bill Parsons, SOUTHERN LUMBER JOURNAL; 
Stanley Horn, SOUTHERN LUMBERMAN; Donald Moore, 
SOUTHERN BUILDING SUPPLIES; Jack Dionne, CALIFOR- 
NIA LUMBER MERCHANT; Charles Hestwood, RETAIL 
LUMBER DEALER. 


TWO dealers who have done an effective job of public relations through newspaper adver- 
tising are Virden Lumber & Steel Co., Greenville, Miss. and Burritt’s in Bridgeport, Conn. 
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SALUTE TO PROGRESS 
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YPICAL of the progressive lumber stores that 

are leaders in their communities is the Stearns 
Lumber Co. of Hutchinson, Minn., which has just 
completed a remodeling and expansion program in 
preparation for tomorrow’s selling job. 

The company’s new look was designed and carried 
out under the direction of Bob and Ned Stearns who 
joined the firm after their return from the service. 
Key to the fine appearance of the store which domi- 
nates Main street, is the unusual use of four foot 
wide sheets of tempered hardboard for exterior 
sheathing. 

On the wings flanking the center panel which in- 
cludes the firm’s name, the hardboard sheets are ap- 
plied like lap siding. One by two inch strips of fur- 
ring were inserted near the bottom edge to exaggerate 
the normal shadow line. The effect is striking. 

Butt joints were sealed with mastic before applica- 
tion of the light cream colored paint. 

The firm’s name is spelled out in six foot maroon 
letters which are projected out from the supporting 
walls. 

Focal point of the new store is the 24 foot plate 
glass picture window. It is set in an aluminum frame 
and highlights side-walk visibility of the interior 
display room. A large plate glass door that opens 
with finger tip pressure makes access easy and in- 
viting. 

Inside, the designers showed admirable good judg- 
ment in not overcrowding the medium-sized room with 
too many displays. Effective cutout letters and a 
minimum of well arranged merchandise along the walls 
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1948 styling — expanded lines — prepare a 
well managed small town yard to gain new 
sales and continued community goodwill 





The Citizens Bank of Hutchinson had this to 
say, in part, about the Stearns Lumber Co., in the 
local paper: 

"The Stearns Lumber Co. has always had a 
high conception of its obligation to the Hutch- 
inson community. Its ideal throughout its 56 
years of existence has been to build a business 
that will never know completion but will advance 
continually in order to serve better. 

“It is in living up to this ideal by the second 
and third generation of the Stearns family that 
has brought about the big expansion program, 
the completion of which they are <hiniin, 
tomorrow." 





feature such items as paint, builders’ hardware and 
millwork. 

Part of the back wall is occupied by an order desk 
that has a convenient entrance to the store room. 
One corner is given over to a compact home center 
with modernistic table and chairs where the salesman 
can show the customer house plans and product in- 
formation in comfort. 

Four well executed islands are placed about the 
floor to display seasonal and featured merchandise. 

The Stearns store is proof in the flesh that the 
small town building materials merchant can do just 
as good a job of up-to-the-minute selling as the best 
big city yard going. Originality, as shown in the use 
of the hardboard for siding, and restraint, as shown 
in the interior design, were combined by sound busi- 
ness judgment to create an excellent merchandising 
store. 

The Stearns Lumber Co. has grown from a humble 
beginning in a 14 by 18 foot building in 1892 to a 
concern which includes, besides the home store, 
branch yards in nine surrounding country towns. 
Spencer Stearns, father of Bob and Ned, has been 
president and treasurer since 1939 following the death 
of his father, E. J. Stearns, the company’s founder. 
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STRIKING application of 
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At the heart of why the Stearns Lumber Co. has 
grown steadily is the way the management has kept 
a firm and sympathetic finger on the pulse of the com- 
munity it serves. For many years it was what its 
customers wanted a lumber yard to be—a place that 
sold lumber and millwork, but few other products, in 
a friendly, courteous manner. The management took 
note of the many merchandising advancements as de- 
veloped in city building materials stores, but it also 
had regard for the conservative attitude toward 
change of the small town and rural area it served. 

When the war speeded up the exchange of ideas be- 
tween the city and the country, and Ned and Bob 
Stearns brought their enthusiasm to the company, the 
time was right for the changes that have just been 
completed. Besides the change in the store’s appear- 
ance, nails, paint, builders hardware and other items 
were added to the list of merchandise sold. These 
products are carried in the new display room under the 
management of Ned Stearns. 

Newspaper advertising is twofold and is carried 
out consistently in each issue of the weekly paper. 
One part of the program is a column written by Bob 
Stearns. It is called Lumbering Along and avoids 
selling copy. 

Selling copy is run in separate ads so as not to 
detract from the character of the column. 














BUILDING PropucTs MERCHANDISER 


HOME center features product samples and typical house plans 


The concern has long carried on a successful spe- 
cialty millwork business which was previously scat- 
tered among a number of small buildings on the 
premises. A new block wall building, approximately 
90 by 100, is now being constructed to centralize this 
part of the business under one roof. Current plans 
call for half the building to be used for warehouse 
space but the design allows for future expansion of 
the millwork business to include the whole building. 

Although Spencer Stearns feels that his market 
area is not yet ready for an all out package selling 
job, or some of the other promotion and selling meth- 
ods now employed in heavy populated areas, sound 
basic planning, good business management and a 
sense of community responsibility has put the Stearns 
Lumber Co. in a position to move forward in what- 
ever direction future customer demands dictate. 


BUILDERS hardware corner is _ neat, 
bright and uncrowded 


HANDSOME paint display; other paint 
items highlight islands 


53 























0. V. WALLIN 


N A RECENT issue of this pub- 

lication Art Hood wrote an 
editorial entitled, “Inflation Re- 
quires a New Approach to Pricing.” 
He has asked me to write a sequel 
to his article, offering suggestions 
to retail dealers that will help them 
avoid outmoded methods of deter- 
mining selling prices. 

The merchants of the retail lum- 
ber and building materials field, 
like America itself, have come of 
age and from here on out must act 
the part or wage an ever-losing 
battle for continued public accept- 
ance of their long-held and, up to 
now, esteemed place in the business 
scheme of things. 

This observation is neither wish- 
ful nor morbid thinking. It is an 
economic necessity demanded by to- 
day’s changing, uncertain condi- 
tions and tomorrow’s competition. 


While the general trend of the 
last few years and the advance- 
ment of dealer leaders in matters 
of merchandising have made re- 
markable strides forward in ren- 
dering the kind of public service 
American families have been edu- 
cated to expect under the free en- 
terprise system, too many dealers 
are not exerting their leadership 
or taking advantage of their strong 
natural local position to control the 
sale of their services or products. 

In other words, we have seen 


*Partner, Wolf & Company, C. P. A. 
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Modern salesrooms and new merchandising techniques alone 
are not enough; overhauling your pricing and accounting 
methods is a “must” to produce a sound pricing structure. 





Cost Accounting 





Markups 





Management 








lumber dealer leadership establish 
modern sales outlets and merchan- 
dising techniques, but we have not 
seen lumber dealer leadership co- 
ordinate and modernize its cost 
accounting practices and formula 
in order to reduce the cost of doing 
business. 


FORMULA FOR RESALE PRICE 


DELVING into the background 
of arriving at an adequate pricing 
structure, we find that during the 
booming twenties, a short formula 
was developed in order to provide 
a quick method by which a resale 
price with a reasonable net profit 
could be readily determined. Stated 
briefly, this was accomplished by 
determining the number of thou- 
sand feet of lumber handled in a 
normal year, and dividing that 
footage into the dollar cost of do- 
ing business. In order that the 
resulting information might be 
more usable, these costs were 
broken down to their natural ex- 
pense classifications of: HAN- 
DLING, DELIVERY, SELLING, 
and ADMINISTRATIVE. 


Stated another way, the footage 
was divided into the dollar cost of 
handling; the result produced was 
the average cost of handling a 
thousand feet of lumber. In ap- 


plying the same process to delivery, 
selling and administrative ex- 
penses, the result was an average 
per thousand feet cost on each of 


Three Factors to Study in Streamlining 
Your Cost of Doing Business 





By O. V. Wallin* 





these four main expense classifica- 
tions. The total of these four 
groupings was in turn added to the 
per thousand cost on the mill in- 
voice. When these two totals were 
combined, it represented the num- 
ber of dollars the dealer of that era 
had to recover from his customer 
before he had any profit for him- 
self. Next he added an amount 
which he felt represented a fair 
profit for the risks he took and the 
efforts he expended. The grand 
total was the minimum selling 
price he had to recover from his 
customers. 

Obviously, such involved arith- 
metic was too burdensome to be 
applied in determining the selling 
price on each invoice, so the aver- 
age dealer of that era converted 
these dollar values into a percent- 
age formula, which, when applied 
to the mill cost of lumber, pro- 
duced a selling price. In other 
words, he found that the total of 
his handling, delivery, selling and 
administrative expenses, together 
with a fair profit to himself, ap- 
proximately equaled 50 per cent of 
the landed cost of the lumber in 
his yard. Accordingly, his short 
formula for determining a selling 
price then amounted to the simple 
arithmetic of adding 50 per cent 
to the mill invoice. Another dealer 
with a lower operating cost and a 
more rapid turnover of his stock 
thought he could make his desired 
profit by adding 40 percent to his 
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rr -- " . . - FHATCHSULATE! 


new, attractive pattern joins BRICSULATE and 
STONESULATE in Carey Insulated Siding line 


Once again carey leads the way with another quality product to help 
you sell more siding jobs. 


Ask your CAREY representative today about these great new insulated 
sidings—Bricsulate . . . Stonesulate . . . Thatchsulate—versatile, col- 
orful, research-tested products that assure more business with more 
satisfied customers. Order direct from your CAREY district office or drop 
a post card to Dept. AL-7. 


check these outstanding advantages 


7 shiplap edges all around for precision align- 
years serving home and industry ment, easy application 


no “picture framing” along individual panel 
board edge 
heavy mastic coating anchored into the surface 
THE PHILIP CAREY MANUFACTURING CO., CINCINNATI 15, O. thick, deeply imbedded granules 
in Canadas The Plillip Carey Company, Utd, deep shadow lines that lend added beauty— 
1557 MacKay Street, Montreal 25, P. Q. distinctive styling 


Carey asphalt saturating; with deep penetration 
Asbestos Roofing and Siding © Asphalt Shingles and Roofings that assures 50% longer weathering 
Roof Coatings and Cements @® Rock Wool Insulation . . 
n 
cities Wilken on Cie insulation plus structural strength 


Miami-Carey Bathroom Cabinets and Accessories adds up to a better... . faster job 


‘SUILDING Propucts MERCHANDISER 
















































MODERN equipment is important to keep adequate price and cost records. 


mill cost. Still other dealers thought 
they could accomplish their objec- 
tives of recovering costs plus a 
desired profit by adding still dif- 
ferent percentages to the mill in- 
voice. Such was the pattern of 
our democratic dealer pricing and 
profit system, which lived only as 
a result of healthy competition. 


As. time went on, the simple 
arithmetic which was used to de- 
velop this short formula was 
gradually forgotten. During the 
depression of the Thirties, the ma- 
jority of lumber dealers as well as 
most American business suffered a 
severe trouncing and the casualties 
were alarmingly high. 


I am firmly convinced that the 
effect of ‘that depression would 
have been less shocking had some 
serious thought been given to the 
question of sound evaluation of 
conditions in relation to an ade- 
quate accounting for costs. How- 
ever, lumber dealer management 
did not stop to consider that the 
short formula for establishing sell- 
ing prices had been created from 
costs as they existed 10 or 15 years 
previously. 


SELLING PRICE INCREASED 


AS LOSSES piled up year after 
year during that depression era, 
reason began to return to this in- 
dustry. After squeezing expenses 
down to an irreducible minimum, 
there was still no profit left from 
a sale. It was most natural, there- 
fore, that the make-up of the sell- 
ing price should be examined. Un- 
fortunately, the answer was only 
too obvious—the selling price had 
to be increased. Had the answer 
been less obvious, more effort would 
undoubtedly have been given to 
solving the problem through a 
sound survey of the industry which 
would have uncovered the fact that 
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its outmoded pricing formula was 
inadequate to recover costs plus a 
fair profit. 


Instead, however, some dealers 
tried to work out another short 
formula. In some areas, dealers 
agreed upon the apparently inno- 
cent program of banding together 
in so-called “cartels”- in order to 
obtain a fair price for their lum- 
ber, and thereby attempt to shut 
off further losses. However, cartels 
and the free enterprise system can- 
not live in the same business at- 
mosphere, regardless of how care- 
fully the cartel is managed by its 
own members. The opportunity at 
least, to gouge the public is always 
present, and accordingly this busi- 
ness pattern was and will be pro- 
hibited as long as this nation is 
able to mtaintain the free enter- 
prise system. 


Proof of this fallacious short 
formula of price fixing was brought 
out very forcibly in the famous 
industry consent decree, under 
which a part of this industry still 
operates. 


It seems reasonable to believe 
that, had not a part of this indus- 
try been tempted to take the short 
cut of price fixing to cure its ills, 
it would have been spared much 
trouble and expense. 


Being firmly convinced that each 
individual business should use ade- 
quate cost-finding methods to de- 
termine its costs of currently doing 
‘business, I believe it to be only log- 
ical that pricing for the individual 
business then should be based on 
such current unit costs, plus a rea- 
sonable profit margin, rather than 
on an out-dated fixed percentage 
mark-up which is not representa- 
tive of good business management 
under present conditions. 


If the unit prices of a dealer, 
which are determined on the basis 
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of current costs plus a profit mar. 
gin, show higher than a competi- 
tor’s prices, then the individua] 
business manager should re-study 
his pricing structure by consider- 
ing the possibility of a) increas- 
ing his sales volume so as to spread 
the overhead expense more thinly, 
b) of developing new lines, or ¢) 
of simplifying the line by dropping 
unprofitable items. 


MUST OVERHAUL ACCOUNTING METHODS 


A CURRENT overhaul of pric- 
ing and accounting methods by each 
business manager is a must item 
for serious study today. Some deal- 
ers may find that their accounting 
systems are just as antiquated as 
the pricing formula they are using. 
In that event, the first step must 
obviously be to adjust their record 
keeping so that cost information 
necessary to produce a sound pric- 
ing method will be available. No 
sound business man would build a 
new house on an old, unsound 
foundation. Just so, no dealer 
should continue operating on an 
old, unsound pricing structure. 


While making this examination 
of your pricing formula, and the 
accounting information from which 
it flows, some of the following con- 
ditions may be discovered: 


1) Since the adoption of the old 
pricing formula, a new department 
may have been added to the busi- 
ness. If this is the case,then bear 
in mind that this department was 
not contributing to the support of 
your general overhead when the old 
pricing formula was created. 


2) If the above condition is true, 
it will probably also be found that 
this new department might not 
readily lend itself to a unit dis- 
tribution, such as the footage basis 
for lumber or tonnage basis for 
coal. In that event, a departmental 
cost budget will be found practic- 
ally indispensable as an aid to 
sound expense distribution. 


3) Footage records of both lum- 
ber sales and purchases may need 
attention, either a completely new 
installation, or modernizing of the 
old records. 


4) Adequate stock record infor- 
mation may not be available. With- 
out this it is difficult, and practic- 
ally impossible, to develop sound in- 
formation on merchandise turn- 
over. In turn, without a knowledge 
of turnover, it is impossible to 
know what is a reasonable profit. 
One hundred dollars invested in in- 
ventory with a two-time turnover 
on a 5 per cent net profit is just as 
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Hardwood flooring has to be bought on confidence. There's 
no bigger gamble than the purchase of unbranded flooring 
through “fly-by-night” sources of supply® 


® | ardwood flooring, more than almost any other building 
material, must be purchased on the reputation of the manu- 
facturer and the integrity of the dealer who sells it. Flooring 
is received in wire-bound bundles, making it impractical to 
examine individual pieces, as you can do when unloading 
lumber. Furthermore, even closest scrutiny of every strip 
will not disclose shortcomings in seasoning or certain de- 
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fects in manufacture. These will become apparent only as 
the flooring is being laid, or after the floor has been in use. 

When you buy flooring through unknown sources, you 
have no recourse. You don’t know what you're getting until 
it’s too late! Protect the home buyer, and yourself, by 
purchasing accepted brands of flooring and buying through 
recognized, reliable dealers. 


E. L. BRUCE CO., MEMPHIS, TENN. 
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profitable as if the $100 were in- 
vested in inventory with a 10 per 
cent net profit and a one-time turn- 
over. Profit and turnover are like 
a pair of shoes—both shoes are 
needed in order to walk, and, sim- 
ilarly, a full knowledge of both unit 
profit and turnover are needed in 
order to develop a sound selling 
price. 


GREATER CHANCE FOR LOSS 


IN TODAY’S high dollar mar- 
ket, the chances of financial loss 
might be much greater than during 
the inventory depression following 
World War I. Adequate stock 
records permit today’s dealer to 
hold his investment in high priced 
inventory at the minimum, while 
still carrying a well balanced inven- 
tory. This will minimize the finan- 
cial shock if and when merchandise 
values might drop in price. 


Depreciation charges have un- 
doubtedly increased. Today’s mod- 
ern yard may be equipped with 
straddle trucks, lift trucks, self 
dumping trucks and many other 
labor saving devices. All of these 
cost important money and as a con- 
sequence, depreciation charges 
probably have increased substanti- 
ally. 


Labor costs. Certainly these have 
gone up, making it necessary to re- 
evaluate in terms of your pricing 
structure. 


These are only a few of the 
many cost items which must be ex- 
amined today in order to determine 
whether or not your present ac- 
counting system is capable of de- 
livering the information required 
to establish a sound pricing form- 
ula, which would allow for a rea- 
sonable profit. 


Assuming that the accounting 
system meets that test, then the use 
of a monthly profit and loss state- 
ment and a budget will enable a 
dealer to be well fortified against: 


a) Pricing himself out of a buy- 
ers market. 
or 


b) Using an antiquated pricing 
formula which fails to recover all 
costs and which consequently would 
incur pricing himself into insol- 
vency. 


It should not be assumed that a 
pricing formula produces a ceiling. 
What it actually does is to produce 
a floor. This floor must then be 
considered from a merchandising 
angle. If the price is so high that . 
it doesn’t have ready public accept- 
ance, then it’s a bad buy and should 
be priced down immediately for a 
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quick sale. Don’t ever make the turing industry follows the same 
mistake of bogging down your turn- general pattern. Cost and price 
over ratio because of a reluctance planning or budgeting, will be 
to take a quick small profit or even found more and more necessary for 
a small loss if necessary. It’s bet- every business in the deflationary 
ter to do this than to take a big period ahead of us. Such forward 
loss later on by holding to a high planning enables management to 
price too long. recognize danger points as they 

Accounting for costs in retail arise and in sufficient time to apply 
lumber, or any other non-manufac- prompt corrective measures. ; 
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. . a wire bound picket fence was the “last word’’ in fences. 
A copious growth of chin whiskers was also the fashion of the 
day. How times have changed. We don’t see wire bound 
fences any more—and beards are almost extinct. 


But there is one “old timer”’ still around, and livelier than it 
was three quarters of a century ago when it made its first debut. 
That’s AMERICAN LUMBERMAN. In 1873 the first issue was 
introduced to the lumber and building materials’ industry. To- 
day AMERICAN LUMBERMAN is traditional in the industry. 


To celebrate our Diamond Jubilee, we are preparing a gala 
anniversary issue. It will appear September 11th. And to make 
it representative of the event, we are planning the most inter- 
esting, fanscinating, and informative resume of the past 75 
years of our industry ever to be compiled. 


Watch for it! And extra copies will be available at $1.00 
each. Better order yours now! 
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HE EVER increasing demand 

for wall and ceiling treat- 
ments for moderate priced homes, 
additions and repairs which do not 
require plastering and plaster la- 
bor, presents an excellent sales- 
profit volume to the building prod- 
ucts merchant. 


Manufacturing processes have 
been so greatly improved during 
the last decade that currently avail- 
able dry-wall finishes offer prac- 
tically a solution for any surface 
finish problem. There are a large 
variety of sizes, thicknesses, and 
finishes. In this article, we shall 
attempt to separate and classify 
those primary types which lend 
themselves to economic, satisfac- 
tory functional application, either 
on new homes or existing struc- 
tures. The following are being 
widely used in low cost homes, di- 
rectly over all studs and ceiling 
joists. 

GYPSUM BOARD 


ONE of the popular units is rigid 
gypsum board, commonly furnished 
in four foot widths and in lengths 
up to 12 feet. Of these, the 
4°0"x8’0"” sheet ranks first in de- 
mand. Rigid gypsum board is 
available with both plain and dec- 
orative finish. Some of the plain 
sheets are made with depressed 
edges, so that a special cement to- 
gether with a perforated parch- 
ment tape may be applied to cover 
the joints and nails and so permit 
either paint, texture treatment, or 
wal! paper to be applied in an effi- 
cient manner. 

Decorative gypsum board, in 
simulated wood panel finishes, pre- 
treated with a factory applied wa- 





Buitp1InGc Propucts MERCHANDISER 








Package Price 


Estimating for Dry 
Walls and Ceilings 





ter repellant finish, comes ready to 
install. Usually, where this type 
of board is used, the joints are cov- 
ered with genuine wood moldings— 
stained ‘to correspond with the sheet 
finish; such as, pine, walnut, ma- 
hogany, etc., and the finished job 
presents a very effective appear- 
ance. Base, cap, or cove mold is 
added (refer to Table I). 


RIGID LAMINATED BOARD 


THIS product is gaining increas- 
ing acceptance. The manufactur- 
ers are able to supply larger size 
units (8’0’x12’0” and over are not 
uncommon) which definitely mini- 
mizes the number of joints. 


The board surface, hard rolled, 
and factory primed, lends itself to 
either paint, texture finish, or wall 
paper. While rigid and strongly 
made, it still has sufficient flexibil- 
ity to adapt itself to moderately 
curved areas. 


The heads of the depressed nails 
are quite easily covered with a spe- 
cial compound, sanded after it sets, 
and the finished application can be 
made quite satisfactory. 


Factory applied decorative fin- 
ishes for special functions such as 
wood paneling scored to simulate 
tile, and also in several tinted 
shades, are now available. Refer 
to Table I. 


INSULATING BOARD 


MADE of shredded wood or cane 
fibre, insulation board is also quite 
popular supplied in sheets up to 
4'0”x12'0”, it is available in pre- 
primed or pre-finished surfaces. It 
combines a finish wall treatment 
with both insulating and some 
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sound prevention properties; is 
easily applied and gives a pleasing 
result. Decorative pre-cut and 
grooved wall and ceiling panels in 
various sizes are provided with con- 
cealed nailing edges and interlock- 
ing grooves which make it possible 
to hide all evidence of nailing. 


In thicknesses of 25/32”, 4’0”x8'0” 
sheets with asphaltic surface treat- 
ment, structural insulating board 
is commonly used for sheathing on 
frame structure exteriors. 


All of the foregoing types have 
been developed to be adaptable to 
studs and joists spaced not over 
16” ¢c.c. Adequate nailing sup- 
ports, spaced to fit the sheet size, 
yet not over 16” c.c., should be in- 
stalled in the frame wall or ceil- 
ing before application of the sheets 
in order that all edges of the sheets 
may be securely nailed (refer to 
Table 2). 


FURRING 


WHERE the joist or stud spac- 
ing is irregular, or if the spacing 
exceeds 16”; also, if decorative 
units are made on a 12” multiple, 
cross furring is recommended. 
While this requirement is a definite 
must on existing attic and base- 
ment ceilings, it is also quite fre- 
quently a definite need in new 
homes, particularly where rafters, 
and consequently collar beams, have 
been installed 18”, 20”, or 24” c.c. 

The furring layout should be 
carefully planned beforehand, espe- 
cially where decorative factory pre- 
cision cut panels are used. These 
should be laid out by placing the 
units on the floor from a center 
‘established by intersecting diagonal 
lines. The application of both, 
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ceiling furring and wall panels 
should start from there. 


Walls may not be parallel and 
the field; i.e., the distance from 
the last whole panel to the wall 
edge may require the insertion of 
a plain strip cut to fit the space. 
The objective is, as nearly as possi- 
ble, to apply the panels so that a 
fairly uniform field margin results 
on both sides and ends. 


Furring stock, normally either 
1”x3” or 1”x4” should be used. Thé 
stock may be either No. 2, 3, or 4, 
in random lengths. The extra 
width will provide better support 
where joist or rafter spacing ex- 
ceeds 16” c.c. Continuous strips 
of furring should be applied around 
the perimeter of the room, both on 
wall and ceiling, to provide nailing 
support for ceiling panel and bor- 
der strip. Likewise, a continuous 
furring strip should be applied to 
center where the whole panels end 
and the field strip starts. 


Frequently, grooving tools, both 
simple and elaborate, are used to 
cut bevel edges, designs, and 
grooves in larger sheets, and also 
to prepare matching field panels. 
Some mechanics prefer this method 
on the basis that a more elastic 
medium is provided than if pre-cut 
units are used. 


In estimating material quanti- 
ties, it is well to remember that 
cutting and fitting waste is consid- 
erable. Cost estimates must be 


based, not on the actual square foot 
area, but on the nearest number of 
whole sheets. 








ESTIMATING FURRING 


A SAFE, tried rule to follow is 
to figure 2% lin. ft. of furring per 
square feet of ceiling area. The 
amount will vary but slightly de- 
creasing as the ceiling size in- 
creases over 10’0”x12’0”. 


When applied horizontally, 12” 
c.c., With extra strips for base, cap, 
and vertical joint strips 48” c.c., a 
safe rule is to allow 2 lin. ft. of 
furring per sq foot of wall surface. 


ESTIMATING WALLS 


A TRIED, proved basis is to fig- 
ure the linear feet of walls, deduct 
2 lin. ft. for each door opening, full 
even feet for cased openings, and 
adjust the total lineal foot length 
to the next larger even number of 
sheets required to. extend around: 
the perimeter. The height of the 
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wall figured, and the total number 
of sheets, depends on the plan 
height and the dealer’s stock sizes. 

Many dealers, due to current ma- 
terial scarcity, have been compelled 
to restrict the sheet length sizes to 
4x4’, 4’x6’, and 4’x8’. This makes 
it necessary to price in full size 
sheets rather than in sq. ft. For 
example, any wall over 6 ft. high 
would require one 8 ft. sheet or 
two 4 ft. sheets. The balance would 


be cutting waste, because fractional] 
sheets are rarely salvagable. 
ESTIMATING FOR CEILINGS 

IT IS safe to figure the number 
of sheets which will be adequate to 
cover the ceiling and still allow 
for cutting waste, which depends 
on the size of ceiling panel—whether 
12”, 16”, 24”, 32”, or 48” multiples 
are stocked. In any event, it is 
well to increase the cealing area to 
the next even foot. For example, a 





Table No. 1—Gypsum or Rigid Board Products on 
Walls with or without Furring 


Contractors Unit Price Chart—for 


sheet application of Dry Wall units 


(fractional sizes to be priced same as nearest whole size sheet) 


Size 


Labor Sq. ft. Lin. ft. 


Description of hoursor per molding Mat'l Labor Total 
of Treatment unit minutes sheet req. price price _ price 
*Gypsum board plain 4'x8' 2.0 32-330 
with joint type and = 4'x6"_— ‘1.8 24 #20 
cement 4x4" 1.2 16 16 
Decorative 
Gypsum board 4'x8' 2.0 32 30 
joints to be 4'x6' 1.8 24 20 
finished with wood 4'x4' 1.2 16 16 
batten moldings 15 min. 
**| member base 1"x4" 11 min. S 
2 member base "xt" 15 min. 8 
3 member base "xt" 18 min. 12 
***Cap strip 4 LF. 8 min. 4 
Ceiling cove 4L.F. 12min. 4 


*Both Gypsum and rigid laminated sheets require similar sizes—cutting and labor. 
**Number of base members to be determined locally. 
***Cap for wainscot height — Cove for ceiling height. 


Note: Final 3"x5" Pricing Cards shall include 
Furring to be added where required. 


stain, paint, or locally popular finishes. 





Table No. 2—Insulating Board Products on Walls 
and Ceilings—with or without Furring— 
either Plain or Decorative 


Contractor's Unit Price Chart for Material and Application Labor 
Labor Sq. Ft. Lin. Ft. 


Description of Size Hrs. or 
Treatment Unit minutes 
Plain or Dec. 4'x8' 2.0 
sheets with 4'x6' 1.8 
wood moldings 4'x4' 1.2 
Pre-cut panels 12"x!2" 3!/, min. 
with concealed 12"x24"" 7 ~~ min. 
nailing edges 
16"xl6" 8 ~~ min. 
16"x32" 12 = min. 
Wood moldings 
| member base "x4" TL min. 
2 member base xt" 15 min. 
3 member base xt" 18 = min. 
*Cap strip 3.0 
Ceiling Cove 5.0 


*Cap strip or ceiling cove to be priced on a 
on a Unit or Sheet basis. 


per molding Mat'l Labor Total 
Unit Req. Price Price Price 
32 30 

24 20 

16 16 

| + 

2 

1.8 

3.5 


4 
8 
12 


100 
100 


100 Lin. Ft. basis—and added to 3"x5" card 
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WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


e LUMBER 

e MILLWORK 
® MOULDINGS 
© SIDING 

e FLOORING 


OT tpg 


Geo.J.Silbernagel 


GENERAL OFFICE 


8 $. Michigan Ave., Chicago 3, Ill. 
Telephone RANdolph 0540 
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TURN WOOD ROT 
TO YOUR PROFIT 


Home owners are learning to stop rot with Cuprinol. 
Bring this business your way. 


PACKAGED PRESERVATIVES 
NATIONALLY ADVERTISED 
EASILY APPLIED 








Suggested a. Assortment 


jNnob ®Wood & Fab 
cuPR faeces 


2 1-gal. cans Green for Wood #10b @ $3.45 $ 6.90 
2 1-gal. cans Clear for Wood #20b ................... 3.75 7.50 
2 1-gal. cans Clear for Fabrics W/P #41b .......... 3.25 6.50 
4 1-qt. cans Green for Wood #102 ..... ; 1.25 5.00 
4 1-qt. cans Clear for Wood #20a ............... 1.35 5.40 
4 1-qt. cans Clear for Fabrics W/P #41a .............. 1.15 4.60 
Packed in 2 cartons. List Total $35.90 
Dealer Discount 333% 1197 

Dealer Price $23.93 


Freight prepaid on this 
Introductory Assortment. 


Includes point of sale advertising aids 


National Advertising Creating Demand 


We are reaching the consumer in Better Homes & Gar- 
dens, American Home, Small Homes Guide, Flower 
Grower, Horticulture, Yachting and Motor Boating. 
Contractors learn about on-the-job rot-proofing with 
Cuprinol in their trade publications. 


Point of Sale Promotional Material 


Counter Display cards, window or wall streamers, 
folders for your mailings or other distribution. Descrip- 
tive can labels give directions for use. 


More and more the use of home applied wood pre- 
servatives is spreading and Cuprinol leads the field. 
Order Introductory Assortments and start your profit- 
able sales of Cuprinol now. 


CUPRINOL Division, Darworth, Inc. 
53 Maple Street 


Simsbury, Conn. 














room ceiling, plan size 10’6”x11'2’, 
should be priced 12’0”x12’0” as far 
as number of sheets are concerned. 


Because the labor requir.u to in- 
stall a cut sheet is even more than 
a whole unit, though the square 
foot area is less, labor, too, should 
be figured on a whole sheet basis. 
The price requests to associate car- 
penter contractors have been pat- 
terned on this principle. 


In this manner, the dealer’s 
estimator can quickly, yet accu- 
rately, develop cost figures for dry 
wall treatments by combining, on 
separate 3”x5” price cards, for each 
type of sheet handled. 1. The fur- 
ring (the sheet size will determine 
the number of lin. ft.) 2. The 
sheet itself, whether plain or dec- 
orative. 3. The price of joint, 
cap, base, etc. Typical examples 
of price requests and pricing cards 
are given in Tables 1, 2, and 3. 


DECORATIVE FINISHES 


WHILE the previously described 
units lend themselves to satisfac- 
tory application over studs, joists, 
rafters, collar beams, or furring, 
there are numerous other func- 
tional wall and ceiling treatments 
in sheet form which merit close at- 
tention. These consist mainly of 
extremely hard rolled sheets of 
either exploded wood fiber, paper 
pulp, cement asbestos fiber, or as- 
phaltic composition, mostly deco- 
rated to simulate wall tile or ceil- 
ing panels with attractive, durable 
finishes in many colors. 


These sheets are usually 1” 
thick, and supplied in 4'0’x4’0”— 
4'0’x8'0", or 4'0"x12'0” sizes, 
either scored or plain. They are 
applied over existing walls and 
often ceilings in both new and old 
structures. The application is ac- 
complished by the use of nails or 
adhesive cement, depending on the 
nature of the existing surface. Fre- 
quently, a combination of both 
methods are employed (refer to 
Table 3). 

MOLDINGS 


BECAUSE of the location of 
these sheets (either in kitchens, 
bathrooms, recreation rooms, and 
commercial structures), they are 
usually limited to less than ceiling 
height. Finish, joint, cap, angle, 
corner, and base moldings slotted 
to receive the sheet edges, are used 
to complete the ensemble. 

These moldings are either metal; 
such as, extruded aluminum, plain 
or chrome plated, stainless steel, 
enameled metal, or plastic. The 
choice revolves largely around the 
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type of work on which they are 
used. They can be either func- 
tional or decorative. Wood mold- 
ings, either enameled or encased 
in thin polished metal, are also 
quite popular. Refer to Table 4. 
While grooved and asphalt 
treated 4x4’ sheets, scored to re- 
ceive unit tile made of porcelain 





treated steel are available for dj. 
rect application over either stud 
or existing finished walls, such 
treatment is special.  Individya] 
estimates are required because of 
price variances caused by inner 
and outer corners, cap and base 
members, and, therefore, will not 
be set up in tubular form. 





Table No. 3—Pre-decorated Rigid Sheet Products 
for Finished Wall Treatments either over 
Existing Dry or Plastered Walls or Wood 

Sheathed Stud Walls 


Contractor's Unit Price Chart for Material and Application Labor 


Labor 
Hrs. or Sq. 
Minutes Ft. 
Description Size per per 
of Treatment unit sheet unit 
VY," thick pre- 
finished board 
either plain 
or scored 4'x4' 1.0 16 
4'x8' 2.0 32 
3/16" thick 
same as above 4'x4' 1.5 16 
4'x8' 3.0 32 


Applied 
Adhesive Mat'l Labor Total 
Nails Price Price Price 





Table No. 4—Moldings and Accessories for Wall 
Treatments of Wood, Metal, or Plastic 
per *10 Lin. Ft. or per Unit 


Contractor's Unit Price Chart for Material and Application Labor 


Description 
of molding 
or **Accessory 


Moldings:— *wood Min. 
Base (3 member) 31/," 45 
Cap 1," 20 
Joint Strip 1/4" 15 
Inside Corner 2" 20 
Outside Corner 2" 20 
Counter Strip 1," 20 
Cove (floor) 1" 15 
Cove (Ceiling) 4" 30 
Accessories 

Tumbler Holder 4""x4" 

Tooth brush 4"'x4" 

Soap 4"x4" 

Paper 4""x4" 

Grab Bar 4""x4" 

Towel Bar—1!2" 4" 

Towel Bar—1!8" 4" 

Towel Bar—24" 4" 

Robe Hook > i 


Glass Shelf—12" i 
Glass Shelf—18" 2 
Glass Shelf—24" 2 


Labor Hrs. or Min. 
Size Wood Metal Plastic Material 


Labor Total 

Hrs. Hrs. Price Price Price 
1.0 1.0 

1.0 1.0 

5 5 

5 5 

5 5 

5 5 

5 5 

7 Pe 
Min. Min 

20 15 

20 15 

20 15 

20 15 

20 15 

30 20 

30 20 

30 20 

20 15 

30 30 

30 30 ag 
30 30 


*Most metal moldings are furnished in either 8', 10’, or 12' lengths—size of Dealer's stock 
should govern decision when price charts are issued—Metal and Plastic base are one member 


only. 


** Accessories may be either of surface or insert type—Dealer's stock will decide which is 


to be used in pricing request. 
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A 3-FOLD SERVICE for BUYERS 


for di- 


er stud 
S, such 
dividual 
ause of 
y inner With two re-manufacturing plants, located in the heart of the 
nd base Millwork Ponderosa Pine producing area, we make a specialty of Pack- 


will not aged Trim, Inside Door Jambs, Standard Lineal Mouldings, 


Furniture Dimensions and other specialty items in Ponderosa 
Pine. 


Manufacture 


From our lumber manufacturing plant we are able to supply 
Lumber a variety of lumber, mouldings and cut-stock in Western 
Lie Cee am = Woods. 


or 


We have a complete, well-rounded wholesale organization, 
Wholesale with departments handling Douglas fir, Ponderosa pine and 


Total Service their allied species, serving buyers with nearly everything in 


Dt Western Softwoods. 
rice 


Propucts COMPANY 


525 CORBETT BUILDING—PORTLAND 4, OREGON 


R. A. Holmes Re-manufacturing plants at: 
C. F. Mimnaugh Ontario, Ore.—Marysville, Calif. 

















There’s no need to pay 
for double handling 


or 


Total 


Price Handle your lumber and building materials only 


once when you load or unload cars and trucks. 
Two men can do the job with Rapid-Wheel* or 
Rapid-Roller* conveyor. They can do it faster at 
lower cost to you. 


If your materials must be lifted to a higher level, 
it’s still a two man job with a Rapids-Standard 
power belt conveyor. There are several models 
available. 


Write today for more information about gravity or 
power belt conveyors and their place in the lum- 
ber and building supply field. 


S Wise THE RAPIDS-STANDARD CO., INC. 


ro os 352 Rapistan Bldg., Grand Rapids 2, Michigan 
a 


[o) NY 
Vveyo* P 


Representatives in principal cities 
T. M. 


» member f “ 
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HERE ARE certain funda- 

mental precautions which the 
dealer’s job supervisor should care- 
fully examine and inspect. Dry 
wall treatments can be attractive, 
functional, and durable only if 
these certain points are observed: 


1) The walls and ceilings must 
be true, and provide a level, straight 
surface for satisfactory application. 


2) If studs, joists, or rafters 
vary even as little as 1%”, they 
should be furred and reduced to an 


even plane. 


3) Nailing support is essential 
at all ceiling angles and wall cor- 
ners. 

4) Cross bracing or fire stop 
blocking in walls is most essential 
to prevent movement of studs. It 
should be installed horizontally to 
center on the four foot distance 
from floor (or ceiling) in order to 
make full use of 4 ft. sizes. 


5) If fractional sizes are used, 
cross blocking or bracing should 
be installed at a point where the 
end joints of both sheets may be 
secured either by nails or adhesive. 


6) In order to avoid unsightly 
closures, layout prior to installation 
is essential. This can best be ac- 
complished by starting at one cor- 
ner and going around the walls so 
that any fractional size will occur 
in back of the entrance door, or in 
a corner where it will cause least 
attention. 


7) Where wainscoting, less than 
ceiling height is to be applied, a 
true level line should be struck on 
each wall, and the lowest corner 
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Instructions for 
Dry Wall Treatment 





found should (when gauged by the 
height of the sheet) act as the com- 
mon level point. This practice may 
cause some cutting and fitting of 
sheets, but it will insure a close 
fit between wall and floor. 

8) Before waiscoting is applied 
in bathrooms, particularly in exist- 
ing homes, check the bath-tub, lav- 
atory, and closet tanks for level. 
See that they are adjusted. 


By GUS MEISSNER 
Technical Consultant 


In the case of built-in tubs, this 
may be difficult. If the plumber 
is present, however, it is quite sim- 
ple to disconnect the tub and level 
it. Short 2” wide, 16 ga. metal 
plates, placed upon the supporting 
joists underneath the web will suf- 
fice and will prevent future recur- 
rence of bathtub settlement. 

9) Often, by testing inner and 
outer corners, slight adjustments, 





sides and ends. 


fully fitted. 


not join each other. 


will be least visible. 





Here is your Watch Out list for dry wall and ceiling treat- 
ments both in new and existing structures. 


1) Make sure that the layout is symmetric, with equal margins on 


2) That cutting and fitting is neat and tight. 
3) That surfaces are level and true on walls and ceilings. 
4) That all end joints have proper nailing support. 


5) That, where battens, moldings, or other forms of joint treat- 
ment are used, they are neatly installed—nail heads sunk—and care- 


6) That, where parchment tape and cement are used, the surfaces 
are well nailed and sanded to an even plane to the end that, if either 
= texture, or wallpaper are used as a finish treatment, the joints, 

etween sheets, will not be noticeable. 

7) Insist on a backing of either dry wall, plaster, or boards over 
studs before !/,"" sheets are applied no matter how strong they are 
or what the manufacturers’ claims may be. 


8) See that the manufacturer's instructions on cutting, spacing of 
nails, kind of nails, joint cements, etc., are carefully observed. 


9) In the application of pre-decorated colored sheets, make sure 
that the colors actually match! If not, switch them so that they do 


10) Make sure the mechanic applies the units so that closure or 
fractional piece occurs at the inner side of entrance door where it 
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AMERICA’S 


for sash & door makers! 


PERMA 


GLAZE 
GLAZING 
COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it's ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 


™ Bippie ~ 


Q. D. 
PRIMELESS 


PUTTY 


MASTER GLAZIERS 


QD. PRIMELESS 
PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 


For more Information or Special Requirements write Today! 


nu: BIDDLE .. 


RICA’S LARGEST exciusive Pudiy Makers 


S. MAIN ST., ST. LOUIS 2, MISSOURI 
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DOUBLE-Barreled 
PROFITS! 


Now RENT oz Sel. 





Here’s a new rental-sales plan 
that’s catching on fast! Judging by 
actual reports from dealers ... the 
new Porter-Cable Rental Plan is 
boosting volume of business ... 
bringing in profits that surprise them. 


5 reasons why people rent 
PORTER-CABLE Power Tools 


And by “‘people’”’ we mean contractors, 
builders, hobbyists, maintenance men, 
home-owners, farmers. 


1. To save time, cost and 
effort. 
To do a better job. 


To help out on an unusual FLOOR EDGER 
job. 





To use them while their 
tools are being repaired. 
To try a power tool before 
buying it. 


TAKE-ABOUT 
SANDER 


All these reasons practically assure 
big rental returns. At the same time, 
the Porter-Cable Rental-Sell Plan 
stimulates sales of other products. A 
man who calls for a Sander or Speed- 
matic Saw often buys paint, shellac, 
lumber, hardware, etc. People get the 
habit of coming in to see you. 


Start a Rental Department with Por- 
ter-Cable Power Tools. Watch it 
grow. See how it pulls in business. 
And remember this. When you’ve ob- 
tained full rental value out of the 
tools, they’ve still got substantial re- 
sale value. 





READ what 
the PORTER-CABLE RENTAL 
PLAN will do for YOU! 
Ask for 22 page prospectus. 


MAIL THIS 
COUPON 
TODAY! 


Porter-Cable Machine Co., Inc. 
1600-7 N. Salina St., Syracuse 8, N. Y. 


I want to Know more about your money-making Rental 
Plan. 
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57 YEARS 
of PROGRESS 


Ozan's progressive forest management policies are now 
bearing fruit in these four ARKANSAS Counties. A con- 
tinuous timber supply appears assured. Our next step is to 
build a new, modern mill to properly utilize the log out- 


put from the thriving forests being cyclically harvested 
by Oran 
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BEMPSTEAD 
































These fcur Arkansas Counties — 


E252° Es 
YOUNGERMAN-REYNOLDS LUMBER CO. 


N. B. Reynolds 
Sales Manager 












































Mills & Resaws at 
Samson & 
Wetumpka, Ala. 





Montgomery 1, Alabama 







































































100M' | x 4" #2&Btr. Yellow Pine R/L 200M' 2x 4" #2&Btr. Yellow Pine R/L 
300M' | x 6" #2&Btr. Yellow Pine R/L 200M' 2 x 6" #2&Btr. Yellow Pine R/L 
100M' | x 8" #2&Btr. Yellow Pine R/L 100M' 2 x 8" #2&Btr. Yeltow Pine R/L 
50M' | x 10" #2&Btr. Yellow Pine R/L 50M' 2 x 10" #2&Btr. Yellow Pine R/L 
25M' | x 12" 4#2&Btr. Yellow Pine R/L 50M' 2 x 12'' #2&Btr. Yellow Pine R/L 














100M' 8/4"" +1&Btr. Deep Swamp Cypress 





























We Have the “Know How”’ 


Since 1884 we have been satisfying 
the needs of many lumber buyers. 
Our years of experience have justified our belief that 
we can do a satisfactory job for you, too. 


























CONTACT OUR SALES DEPT. * 
105 STATE BLDG. AKRON 8, OHIO 





































WE OFFER!!! IMMEDIATE SHIPMENT 


+ 2&Btr SLYP AD DET SURFACED AS DESIRED 
RANDOM LENGTHS—CAR LOTS EACH WIDTH 


PeQhtisGhisGhiznQWhist—22€ 72 & 222222 
FOR QUICK DELIVERY CHECK WITH US FOR ITEMS IN TRANSIT — PROMPT SHIPMENT 









5 Cars 2x 4—8 2 Cars 2 x 6—I4 2 Cars 2x 8—I4 3 Cars 2 x 10—14 
2 Cars 2 x 4—10 2 Cars 2 x 6—16 2 Cars 2x 8—I6 3 Cars 2 x 10—16 
2 Cars 2 x 4—12 2 Cars 2 x 6—18/20 3 Cars 2 x 8—I8/20 

2 Cars 2 x 6—12 2 Cars 2 x 8—12 2 Cars 2 x 10—12 
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either by cutting out existing plas- 
ter or building up any low spots, 
will enhance the finished appear. 
ance. 


10) On painted walls or ceiling 
surfaces, avoid the exclusive use 
of adhesives, because the latter fre- 
quently contain an alcoholic or 
ether type solvent which will break 
down the wall surface coating and 
cause adhesive failure. 


11) Much care must be given to 
metal molding application. Sharp 
corners and razor like cutting edges 
should be carefully avoided. Ra- 
dius treatments at counter ends 
and shelves are recommended. 


12) Extruded and plastic mold- 
ings have a considerably heavier 
web section and can be fitted by 
filing at corners with less danger 
of sharp edges than the stainless 
sheet steel type. The latter is ad- 
mirably adapted to straight, un- 
broken verticals or horizontals. 


13) Metal encased wood mold- 
ings are frequently used for purely 
decorative rather than functional 
purposes. They are easily cut, 
fitted, and applied. 


14) A good precaution is to em- 
bed moldings in caulking com- 
pound, particularly around sinks 
and bathtubs, to prevent seepage 
and leaks. 


15) To estimate moldings, sketch 
the areas to be treated and figure 
the linear feet of each type of mold- 
ing, then increase this to the near- 
est full length. This will depend on 
your stock sizes. 


16) Caution the mechanics to 
observe care in handling decorative 
sheets and panels. They scar eas- 
ily and show finger marks which 
are difficult to remove.. A_ safe 
method is to provide them with 
clean light weight canvas gloves. 


17) In existing structures, by 
removing back band casing mold or 
top base mold member, finish sheets 
may easily be slipped behind them, 
and provide a much neater appear- 
ance. If desired, the removed mold- 
ings may easily be rabetted to pro- 
vide sufficient recess. 


18) After installation, a careful 
check shoud be made to see that 
all joints are neatly made. Nail 
heads should be carefully con- 
cealed; or if exposed, uniformly 
spaced. No surface scars or other 
blemishes should appear. Each unit 
should be well secured. None 
should vibrate or bend when 
touched. All evidence of plastic 
cement or other binders should be 
hidden from view. 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 
kkk 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 
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Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 
*Thompson Falls Lumber Company, Thompson Falls, Mont. Telephone 71 


* Member Western Pine Association 


Daily Production 190,000 Feet Kiln Dried Lumber 




















WESTERN RED CEDAR PRODUCTS 





WE ADD A FOURTH QUALITY 


Three outstanding qualities are found in the virgin western red a \ 
cedar wood—beauty, lightness, durability. In manufacturing \\\e \ \ i \ 


KU) 


ASN \ 
PORTLAND BRAND SHINGLES and SKOOKUM TRU-CUT \ Parl a 
SHAKES, we contribute a fourth quality—a workmanship in \ V4 241, \ 
keeping with the native excellence of the wood. SEDAR AKES 
We are prepared to make immediate carload shipments of all \ \ 
grades of PORTLAND BRAND SHINGLES and SKOOKUM 
TRU-CUT SHAKES. Forcomplete information, write or wire 

PORTLAND SHINGLE COMPANY 
9038 N. DENVER AVENUE e¢ PORTLAND 3, OREGON 


) MILLS AT; PORTLAND, OREGON KELSO, WASHINGTON 
; RIDGEFIELD, WASHINGTON QUINAULT, WASHINGTON 


\ 
\ 
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WHEN THE MERCURY MOUNTS 


it’s doubly important to feed your employes fresh 
ideas, fresh selling slants, new training aids. 
Executives, sales people and clerical workers— 
to produce their best—NEED this extra stimulus 
at this time! Because intense summer heat makes 
even the most conscientious employes clock-con- 
scious, makes even the most even-tempered ones 
snappish, makes MOST people lose interest in 
their jobs and wish they were somewhere else. 
New ideas, new information refresh and renew your 
personnel over a difficult period—give them the extra 
impetus they need to redouble their efforts in your 
behalf, in spite of initiative-robbing heat, exhausting 
humidity. 

























































































THE DARNEDEST THINGS influence sales — many of 
them little things the customers, themselves, aren't con- 
sciously aware of. Even slight changes in room tempera- 
ture, for example. Maybe you can't air condition your 
showrooms, but you can cool-proof your displays. And 
cooler shopping means more summer sales. 

Study your entire store layout for afternoon sun, shade, 
heat, cooling breezes, cross ventilation. Then summer- 
plan your displays accordingly. Move your most sought- 
after materials to the coolest part of your store to 
encourage lingering, browsing, impulse buying. And dis- 
play less popular items, cold-weather stock on the warm- 
est side. 


















































ANOTHER INEXPENSIVE WAY 


to suggest cooler, therefore more inviting surround- 
ings to shop in, is to cool-proof all color and lighting 
in your store. Cut down all suggestions of glare—in 
light bulbs, in your choice of colors in items for dis- 
play, in the choice of colors against which they are 
displayed. 
Cut down all suggestions of fiery heat — with 
soft, cool shades of light green, ice blues, restful 
lilac... with dull, dark shades of green or wine 
that suggest cool garden walls and terraces, forest 
walks. Properly lighted and relieved with white, 
these darker colors provide strikingly interesting, 
refreshing backgrounds—not dull depressing ones 
as you might suspect. 










































































FEWER COSTLY MISTAKES result in bookkeeping, bill- 
ing and important job estimates when you move your 
most confined employes to better-ventilated, less con- 
fined space during the heat-wave months. Maybe you 
can't do this—but just think about it a moment.- One of 
the biggest sources of festering resentment and ineffi- 
ciency among office workers is to be chained to swelter- 









































By Norm Advertising, Inc. New York, N. Y. 
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ing, airless quarters eight hours a day while bigger, 
cooler, executive offices go unoccupied for whole hours 
and weeks at a time. Maybe some temporary summer 
changes can be made in your set-up that will cut down 
errors, improve employe relations. 





IT TAKES THE UNUSUAL 


to attract, stop, cause comment, bring people into 
your store on impulse. Here’s a highly unusual dis- 
play idea that is designed to do all those things. 


Go into a huddle with your best local florist or 
landscape gardener and plan a natural garden 
built around your masonry supplies, for your 
best display window. 
It may contain a miniature brook or waterfall flow- 
ing into a lily pond, small flagstones or whitewashed 
brick paths, a low stone wall. Or your focal point may 
be an outdoor picnic grill. It may be planted with 
interesting herbs, wild flowers and moss, or small 
flowering shrubs. Or it may be planted with sturdy 
potted geraniums or marigolds to set off your finished 
masonry products. 


Such a garden will attract numbers of people to 
your display windows on hot summer days be- 
cause it’s such an unexpected and WELCOME 
sight in the middle of a hot crowded district. 
And because it’s cool-looking and refreshing, it 
will reach out and STOP overheated shoppers, 
bring them in to browse and buy. 


A lot of sales-conscious New York florists have used 
this idea to advantage. Because it’s of even greater 
novelty in a lumber yard window, it can work even 
better for you 1) as an attention-getter, 2) as a 
greater stimulus on your public to buy masonry 
supplies. 

The best way te persuade amateur gardeners to 

ornament their lawns and gardens with masonry 

work, is to show these products in actual use. For 


it’s only the END USE that people buy ...a 
brick wall, not brick .. . an artistic little pool, 


not dull, uninteresting bags of cement. 





YOU'D BE SURPRISED how many people in your town 
don't know lumber dealers carry large numbers of special- 
ized summer items—screens, lawn furniture, gardening 
supplies. 

Don't get stuck with that stock at the end of the season. 
Advertise it by specific name now . . . and all through 
the summer. Otherwise your prospects will go to their 
neighboring hardware or department store for it—any- 
where but to their lumber dealer. 





SWELL FISHING TO YOU 
and swell sales! We'll be back with more special hot- 
weather promotions for you next month. 
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DEALERS! 


RING UP MORE SALES 
WITH K.F. APPLICATORS 


Mi MADE OF GLASS... 
CAN’T BURN OR CHAR 


Now you can make more sales to roofers with 
this stronger, easier to use applicator. Made of 
fine flexible yarns of pure glass. Insures longer 
life, more uniform film, quicker thawing and 


faster spreading of “hot stuff.” 


K. F. Applicators can’t burn or char, last fif- 
teen times longer than mops made with organic 
yarns, weigh less in use yet built for heavy- 


duty dependable service. 


Reinforced metal head has socket for K. F. All 


Metal holder or holder and handle combination. 


DEALERS: 


Write today... Complete information 
mailed upon request. Write to: 


KIRBY INDUSTRIES 


2104 E. 15TH STREET « LOS ANGELES 21, CALIFORNIA 
POST OFFICE BOX 1026 + LIVERMORE, CALIFORNIA 
716 N. ERIE STREET - WHEELING, WEST VIRGINIA 


























. .. the worm that’s the works of 
the Getty wood casement operator. It works every 
time because it’s a case-hardened steel worm— 
a full half-inch in diameter. It’s a worm that will 
keep on turning, day in and day out, to give you 
years of service under rugged usage. Note how 
the machine-ground teeth mesh cleanly (no wear); 
how the Getty angle drive assures easy operation 
(at a flick of. the finger). 


Good functional design plus accurate construction 
combined with sturdy materials produce the Getty 
Casement Operator—built for a lifetime of service. 


Getty manufactures operators for all types of casements 


for both wood and metal. Also a complete line of high- 
quality accessory hardware for casement windows. 


STOP AT THE GETTY BOOTHS THIS FALL! 


Booth 26 at the Builders Hardware Exposition, 
Oct. 4, Chicago 


Booth 77 at the National Hardware Show, 
Oct. 12, New York 


H. S. GETTY & CO., INC. 





9 | 2248 N. 10th ST., PHILADELPHIA 40, PA. 
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WP Knot Sealer 


The WP578 Knot Sealer permits 
the use of common grade pine for 
siding if knots are covered before 
painting. Developed after more 


WP-578 


lengthens Life of Paint 











than 600 tests by the Western Pine 
Association Research Laboratory, 
the sealer prevents discoloration of 
painted surfaces by leaching of 
resins through the paint. It is vir- 
tually a clear synthetic resin liquid 
manufactured by some 50 concerns 
throughout the country. For full 
information on application direc- 
tions, formula and list of manu- 
facturers, write Western Pine As- 
sociation, Yeon Building, Portland 
4, Ore. 


Tilting Arbor Table Saw 


An eight inch tilting arbor table 
saw specifically designed for the 
building industry has been added 
to the standard line of Timberline 
saws. Depth of cut is 2-5/16 inches 
and the entire unit has been de- 
signed to provide a large table in 
a small machine at a low cost. The 
table is of cast iron and allows for 
a 12 inch cut in front of blade. 
Several combinations of extensions 
are available. No gears or die cast- 
ings are used. The table is marked 
with inch scale and a pinion knob 
is provided for fine adjustment on 
fence. The motor bracket is in- 


tegral with the machine and tilts 
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with the arbor. Table model is 
standard and sub-base for floor 
model is available. For more com- 
plete information write Westbuilt 
Metal Products Company, 4831 Ex- 
position boulevard, Los Angeles 16, 
Calif. 


Wood-Grained Panels 

Ser-Wall wood-grained panels 
provide durable, decorative walls 
for offices, stores, clubs, hotels, 
cocktail lounges, etc., as well as for 
general home use. The realistic 
wood-graining is achieved in litho- 
graphing operation using a special- 
ly compounded graining ink com- 


4 





patible with ground coats and fin- 
ishing materials which are first 
applied in successive bonding steps. 
A coating of clear lacquer is in- 
cluded to insure the beauty and pro- 
tection of the surface. No finishing 
of any kind is required and the 
surface will not peel, chip or crack. 
The panels are easily kept clean 
with mild soap and water. Avail- 
able in a number of sizes from 
16”x72” to 48’x96”, and x” in 
thickness with beveled edges and 
scored borders enabling them to be 
butted together and nailed in the 
score lines. Two grain finishes are 
now available—cross-fired figured 
walnut, and bleached walnut. For 
more details write Service Prod- 
ucts Division, Wcodall Industries, 
Inc., Dept. AL&BPM, 2035 Calu- 
met Ave., Chicago 16, IIl. 


, duly 


Transparent Handled Chisels 

A new line of socket chisels with 
Hard-Ware handles of transparent 
green Tenite is currently being in- 


troduced. They are made in socket 
butt, socket firmer and short socket 
firmer types. The handles are 
weather resistant and are tested 
for safety so there is said to be 
no chance of flash fire or flaming. 
Blades for these new Greenlee chis- 
els are bevel-edged and are of se- 
lected high-carbon steel. Complete 
details are available by writing 
Greenlee Tool Co., Dept. AL&BPM, 
Rockford, IIl. 


Oil Burning Floor Furnace 

A new oil burning floor furnace 
with an auxiliary cold air return 
duct system has been announced. 
The Oran is said to be the only 
floor furnace with an auxiliary cold 
air return duct system that draws 
cold air from remote corners of the 
building and circulates warm air 
uniformly through every room. 
There is air tight welded construc- 
tion of the combustion chamber 





and heat exchanger. The auxiliary 
return duct system and_ thermo- 
static controls may be added later. 
It requires a 2414x3614 rough floor 
opening and is said to be available 
for immediate delivery. For more 
complete information write Oran 
Company, Dept. AL&BPM, 2232 $. 
Third street, Columbus, Ohio. 
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Complete and modern are the White River manufacture are maintained at all times. 
facilities. Choice quality Douglas Fir and For nearly 52 years White River lumber has 
West Coast Hemlock logs from the vast been delivering the best of satisfaction to 
White River tree farm feed the big saws in customers everywhere. 


the White River mill. Highest standards of 


WHITE RIVER LUMBER CO., \iiuicitts. 




















HUTHER BROS. Sy SAW M 





















PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
fore, long-lived Saws insuring long-run economy to the — quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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Hidden Door, Drawer Latch 


Tutch latch, a positive action, 
hidden latch, makes possible smooth, 
unbroken lines. It can be placed on 
new or installed cabinets, doors 
and drawers. Only one moving part 


when hands are full. It is said to 
eliminate sticking, jamming and 
slamming doors. For more com- 
plete information write Phillips 
Tutch Latch Company, Dept. 
AL&BPM, 40 Exchange place, New 
York, New York. 


Pallet Handling Truck 

A pallet handling type of truck, 
the Pallet Toter, has been an- 
nounced. An important feature is 
the ratio of truck weight (929 
pounds) to pay load capacity, con- 











servatively rated at 3,000 pounds. 
It is designed around pneumatie- 
tired power turret, a feature which 
provides turning within its own 
length. The truck is gasoline pow- 
ered and the operator rides with 
the load. All controls, including 
the brake, are incorporated in the 
single transmission lever. Current 


is employed in the operation. A 
touch of a finger on the door panel 
releases the catch to permit a but- 
ton-type compression spring or a 
spring hinge to swing open the 
door. When the door is closed flush, 
the catch automatically holds it un- 
til released by another touch. It 
permits opening by a touch of the 
elbe-y, back of hand or shoulder 
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production is concentrated on 48 
inch forks. For more complete in- 
formation write Truck-Man Inc., 
Dept. P, 1436 Ganson street, Jack- 
son, Mich. 


Portable Saw Mount 


A new mount for portable power 
saws is said to convert any electric 
hand saw into a rigid precision tool 
for making cuts at any angle. The 
mount is said to save time and pro- 
mote accuracy. According to the 
manufacturer it enables the owner 
to make every cut needed for a 
complete framing job. The saw is 
attached to the mount by boring 
two holes in the saw’s base plate 
and bolting. It can be romoved and 
replaced quickly and easily when- 
ever desired. For use, the mount 
is fastened to shop bench by bolts 
and wing nuts which are provided. 


for Beautiful, 





















































@ QUALITY Plywood is the 
first choice for distinctive interiors. 
Plywood, Inc. offers quality panels 





. noted for unusual strength . . . superb 
in beauty. When the interior must be a foremost 
example of the craftsmanship of wood, Plywood, 
Inc. is the right choice. Complete Service, 
Including Panels and Veneers to Your Specifications. 


Write to Your Nearest Divisional Branch 
For Complete Facts 


PLY WOOD DETROIT PLY WOOD GRAND RAPIDS 
Detroit, Mich. Grand Rapids, Mich. 

PLYWOOD DAYTON CLEVELAND PLYWOOD 
Dayron, Ohio Cleveland, Ohio 


PLYWOOD TACOMA SAN FRANCISCO PLYWOOD PLYWOOD LOS ANGELES 
Tacoma, Wash. San Francisco, Cal. Los Angeles, Cal. 


Except for the die-cast indicator 
plate, all parts are cadmium-plated 
steel. The mount comes with two 
round and two slotted holes for 
easy attachment to any six to 12: 
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OLD HANDS IN CHARGE 
OF NEW PLANT 





New Dierks Creosoting Plant 
Headed By Well-Known Veterans 


> SEN, ARK.— Activities here at the 
ee nt creosoting plant of the — 
Lumber and Coal Company are all e 
directed by L. T. Moores, (left), = 7 
Reynaud (center), and Murray Neely 
(right), it has been announced. 














wer Mr. Neely, who holds a Masters re eam 

tric chemistry from the University - j : In 

tool ma, 1S Superintendent of the new plant. Pu ea ere ae 

The charge of the men and machinery that 

pro- keep materials flowing smoothly in — Mole ew lole) FOR UNLOCKING 

the out of the yard is Husley Reynaud, Yar + Se a 

mer Foreman. L. T. Moores, who has heen se 

ra caved in the treatment of lumber for the 

" OTD a ; the important position 

yv is yast 32 years, holds the im By } 

ring of Treating Engineer and Plant Foreman. 

late 

and Sacer “2-Bore” push button locks are designed for 

1en- convenience and safety! The handy button locks the 

unt T ' door . . . an eighth turn of the knob unlocks it. A child 

olts © you who are seeking a dependable supply ‘ ; : é' 

ied can’t lock himself in, for there is no manipulation to 

_ of treated lumber of highest quality, here's good confuse—just a natural, normal turn of the knob. Yet, 
news! At the new Dierks Creosoting Plant an almost in case of real emergency a special feature permits un- 
; : ie locking from outside. Should the lock become engaged 
inexhaustible supply of Southern Yellow Pine is now 


while the door is open, merely closing the door releases 
the locking mechanism. These features, plus fast instal- 
the supervision of veterans skilled in lumber treatment. meer ee wee pron a nl 
terials, are making sacER “2-Bore” Tubulars increas- 
ingly popular with builders and home owners all over. 


being treated with the most modern equipment, under 


So, whatever you need — posts... poles... piling 





-.. ties... lumber... bridge.and culvert material 


> —let us hear from you today, **2-BORE”’ 
TUBULARS 


1 Address your inquiry to our 1 
| Treating Division 
tor ss scnminnschimhgieinailiaiiailssitasi a 
ted 


for DIERKS LUMBER AND COAL COMPANY 


12: 





Dierks Building 1006 Grand Avenve Kansas City 6, Missouri 
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inch portable saw now on the mar- 
ket. For more complete informa- 
tion write Durham Bros., Dept. 
AL&BPM, P. O. Box 620, Berkeley, 
Calif. 


Paint Mixer 

One of the newest items on the 
market of interest to paint dealers 
is the Harbil paint mixer. This 
mixer shakes paint cans and jars 
from gallon size to half pints. It 
is engineered to mix a top load of 
two one-gallon cans at once. The 
mixer does not bolt down to counter 





tops, but is built on four shock- 
absorbing disks. It is said to be 
noiseless, vibrationless and not to 
creep while in operation. For de- 
scriptive literature and further in- 
formation write Harbil Manufac- 
turing Company, Dept. AL&BPM, 
325 W. Ohio street, Chicago 10, Il. 


All Purpose Handle 


A handy new all-purpose handle 
has been designed that will make 
a real tool out of any type file, razor 
blade, hacksaw blade, reamer, bit, 
or anything that will fit into the 
jaws of the chuck. The non-slip 
gripping mechanism operates simi- 
larly to a drill chuck except that it 
will hold any shape shank. The 
Speed Handle is precision made 
from quality steel, die-cast alloy 
and Oregon maple. For more com- 














Here’s a real profit opportunity for lumber and building 
materials dealers. Stewart Products are used extensively for 
the beautification and protection of all types of property. 
They comprise: Chain Link Wire and Iron Picket Fence; 
Plain and Ornamental Iron Railings; Iron and Wire Window 
Guards; Steel Folding and Sliding Gates; Ornamental Iron 
Lanterns; Steel Settees; Flag Poles, and many others in iron 
and wire. Cash in on this profitable business. Write for 


details. No investment necessary, and you 
to carry any stock. 


THE STEWART IRON WORKS CO., INC. 
1551 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 


are not required 








plete information write the Speed 
Corporation, Dept. AL&BPM, 2095 
N.E. Sandy Boulevard, Portland 
12, Ore. 


One-Man Chain Saw 

A powerful, light weight one-man 
chain saw which operates in any 
cutting position has been ap- 
nounced. It is especially useful for 





light felling and bucking, for limb- 
ing and construction timber cut- 
ting. It has an 18-inch cutting 
capacity, a gasoline engine deliver- 
ing 314 h.p. at 4000 rpm. A special- 
ly designed fuel system _ permits 
operation when saw is_ upside 
down. It has a built-in automatic 
chain lubricator, which has only 
one moving part. Starting is made 
easy by the self-rewinding starter. 
Control is concentrated in a pistol 
grip handle. For more complete in- 
formation write Henry Disston & 
Sons, Inc., Dept. AL&BPM, Phila- 
delphia, Pa. 





DON’T 


CONVEY IT 


oF: 9595) ae 


Cut handling costs— 
increase safety—reduce 
manual handling with 
conveyors. Eliminate 
those costly time wast- 
ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 


and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-78. 


Standard Conveyor Company 
General Offices: 
North St. Paul 9, Minnesota 


RAVITY & POWER 
CONVEYORS 
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BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
Qe -tile 


% 


se dj i hi 
Wehinder fo 


as fhe Ate yf 
WINDOW STAYS " WT aa a: 
1 any ete «One operation to insure snug-fitting, 


mo! eee S Cu stomers 


e-Man 
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Sets 
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ply evenly distributed pressure onto ae et | 
both upper and lower sash towards | ce als y ‘tBe ; 
the parting bead. Thus, weather in- 

filtration and slackness between sash 
and parting bead is eliminated and ay ae 

windows will remain at any desired B be ie, j k 

height without cords, weights, pulleys : Years ago Southern established: : 


or balancers. 
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Air-tite Stays simplify inventery de am 
problems. They are the convenient, pti Abe 
economical and logical way to a ed 
finish new, old or completed window j 9 
units. Write today for descriptive 

folders and prices. 


tp i ? UF ‘ 
‘the same today, 
: The plunger of each aye) Ge OU ee ig 
matic Air-tite Stay expands Bee rv also. 
oil | ™ — contracts a _ 18 bean ae Se, Heat 
: s. of spring action. This auto- { Pied : fh, Was ee 
made matically adjusts to wood swell- ae Ly which Southern 
arter, ing or shrinkage, allowing sash to be PA of GLE A ale 


Ny TEL 1 Me ea ; 
pistol raised or lowered freely at all times. res the quality of its 


te in- 4 : : Pe Pes : 
e e iwe. cts in TK Soft 
Ute tile Cut-away view - Actual size ee EES: in Arkansas 5 


U.S. Pat. No. 2,187,412 oF ee chert | 
WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS | [a clay Hardwoods and Pre 


finished Hardwood Flooring. 
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The COMPLETE Line of 
Plastering Accessories 


For example, CORNERITE, a narrow 
strip of 2.54 painted MESHTEX, 8 
feet long, bent at right angles, (2” x 2” 
or 3” x 3”)— used for reinforcing 
inside corners of walls and partitions 
in wood, tile or ofa sp — AL You Al B 

tion. Also, STRIPITE, — 2.5# painte LAU aa $ erve You ways Because 
MESHTEX, 3 inches wide by 8 feet MAYS Here To Sern “5 
ong,—used extensively in reinforcing [AMWAY aoe? 
joints in plasterboard construction. AK We Grow Our Own Trees 

These are but two of dozens of needed J 

fast-selling numbers. Send for com- 
plete catalog and our 100% Dealer 
policy. 

79th 


SOUTHERN LUMBER COMPANY 
a ee ee INC. WARREN, ARKANSAS 


205 East 42nd Street, New York 17,N. Y. 


y \ : | Boston New York a atiteke Koll elalte) Chicago 
nog : ) District Sales Detroit Tate ikelarel oXelibs Seattle Los Angeles 
Offices 
FQua oe 


NYol Macellatice) Dallas Parkersburg, W. Va. 
Factory Parkersburg, W 
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WHAT’S NEW? 





New Wall Tile Covering 

Walleo, a new wall tile covering, 
can be easily applied by the house- 
wife in three simple steps. <A 
special adhesive recommended by 
the manufacturers is brushed on 
the tile. Then adhesive is applied 
to the wall and brushed on the back 
of each Wallco section. In the third 
and final step the tile is placed in 
position after brushing adhesive 


on the wall and the tile. The man- 
ufacturers of Wallco consider its 
lustre-like mirror finish to be the 
nearest thing to glass. The product 
has all the properties of glass and 
will not shatter. It is available in 
many colors. For further infor- 
mation write the Wallco Co., Dept. 
AL & BPM, 6 Medford St., Boston, 
Mass. 


Steel Joist Braces 

Sta-Tite steel braces for wood 
joists require no sawing or mortis- 
ing. Installation is simple. With 
one blow of a hammer the flange- 
grip ends are firmly driven into the 





Jig Saw Attachment 

A jig saw attachment which jg 
mounted on a drill press obtains 
double duty from a drill preg 
whether in factory or work shop, 
No additional motor or space jg 
required for conventional jig sayy. 
It will cut in any direction with no 
limitation as the blade can jy 
mounted in all four positions. The 
three minute installation consists 
of gripping the power unit in the 





wood; the flange holds the brace in 
place while the nail is driven—only 
one nail is used on each end. Once 
in position the ends bite deeply into 
the joist holding more firmly than 
is possible with nails alone. Made 
from 18 gauge galvanized steel of 
half hard stock, the braces can flex 
or bend slightly when put under a 
strain created by a shrinkage oc- 
curring in the floor joists. Braces 
are packed 100 in a box approx- 
imately 315” by 3%” by 18”. For 
illustrated folder write Beloit Steel 









Industries, Inc., Dept. AL & BPM, V 
307 City Hall Bldg., Rockford, Il. 
R. D. 
: am _ — ‘al is In Can 








Quality Lumber 
for 60 Years 










* california Sugar Pine 
' Ponderosa Pine 
, Western White Spruce 


Industrial Box Shook 


Le | SPorenta Fee Wsodroh’ 
WINTON LUMBER SALES CO., Foshay “Jower, MINNEAPOLIS 2, MINN. 


Sustained 
Yield 











PRACTICAL PLANS 
FOR MODERN HOMES 


PRACTICAL PLANS FOR MODERN HOMES contains 51 
actual photos and floor plans of real houses that have 
been built and proven successful 


Birch Flush Panel Doors 


Hollow Core 
1/6- 1/8 -2/0-2/4-2/6- 2/8x 6/6x 6/8x 1-3/8 
2 Lock Blocks — Grade A Birch 


Has dozens of helpful ideas on selecting the lot, choos- 
ing the proper home design and arranging finances. 


Birch Exterior Doors Blue prints and specifications of every design are avail- 
(Glazed) able from American Lumberman. 


2/8 - 3/0 x 6/8 x 1-3/4 


General Roofing & Construction Co. 


220 Florence St., Saginaw, Mich. 


Special prices on quantity lots of these booklets to deal- 
ers. Single copies only 50c. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St. Chicago 2, Ill. 
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Your orders and inquiries solicited. 
Write today for the CHROMTRIM Companion Line 
metal mouldings catalog 


R. D. WERNER CO., Inc., 295 Fifth Ave., N. Y. 16 THE GRISWOLO LUMBER CO. 


In Canado: R. DM, WERNER COMPANY, LTD., Port Dalhousie, Ontario FAILING BLOG PORTLAND. ORE. 








MORE heat 


and heat 
where you 
WANT it 


® That is the assurance 

you bring to your cus- 

tomer when you handle 

the Donley Heatsaver 

ne aye 4 unit. bay a 

people than you think are willing to pay 

for the BEST and the Heatsaver unit gives Charm of we oe 
generous value for every added dollar of fire—efficiency 
price. . . By circulating air over the of a small furnace 
upper heated surfaces, above the throat 

it nearly doubles the contact area. . . 

Heat is piped either in the immediate 

room, a room above or adjoining, giving 

the efficiency of a small furnace with the 

charm of an open fire. Write for full 

particulars. 


Consult our I6-page catalog in American 
Lumberman Merchandiser, or a copy will 
be sent on request. 


Ss BAG 7 


% The Donley B ' 
4 P.O. Box 2140 he y Brothers Co 
| TELEPHONES: Local 4-6592 @ L. D. 30 it 13928 Miles Avenue Cleveland 5, Ohio 
1 = eK 
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chuck and fastening the work table 
to drill press with C clamps. This 
unit is completely rust-proofed and 
polished to a mirror finish. For 
more complete information write 
LaMonte Manufacturing Co., Dept. 
AL&BPM, 9746 Ramona street, 
Bellflower, Calif. 


Flexible Plastic Cove Base 


A new pre-molded flexible plastic 
cove base for home and commer- 
cial interiors has been announced. 
Extra flexible, easy to fit around 


corners, the base is set directly on 
the finished floor. It can be ap- 
plied with special cement to any 
level wall surface. It is said to be 
grease-proof, odorless and resist- 
ant to all household cleaners and 
solvents. It is immediately avail- 
able in four and six inch heights, 
supplied in 36 inch lengths. For 
more complete information write 
Hachmeister Inc., 2332 Forbes 
street, Pittsburgh, Pa. 


Pre-Painted Aluminum Lap 
Siding 

Pre-painted aluminum lap sid- 
ing is being offered for both new 
construction and home remodeling. 
The individual panels have patent- 
ed interlocking features which pro- 
vide a_ virtually weather-sealed 
surface when the siding has been 
applied. It has been designed so 
that no nails are exposed and is 
finished in a_ specially-developed 
Sherwin-Williams low-gloss  syn- 
thetic baked enamel. Colors are 
white, gray or cream. For com- 
plete information write Alside, 
Inc., Dept. AL&BPM, Akron, Ohio. 
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Winchester, Idaho 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 


n\Lumber Co. 





Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 
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We are now able to offer the following stock y 
which is thoroughly dry: Yf 


Small amounts 4 to 8/4 C A Mahogany, #1 
Com. & Btr. 

2 cars 4/4 +2 Com. & Bir. Soft Elm 

2 cars 8/4 42 Com. & Btr. Hickory 

1 car 8/4 s.w. & Btr. Appalachian White Oak 

2 cars 4/4 +2 Com. & Btr. Beech 


ip 


KD on hand 


2 cars 8/4 42 Com. Poplar 
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Could this be You’ 





. . . just suppose you were a 
reader of AMERICAN LUMBER. 
MAN 40 years ago (many of our 
subscribers were); and just sup- 
pose you let your beard grow 
(few of our subscribers have); it 
would be as long and impressive 
as the hirsute adornment of the 
benign reader pictured above. 

We are proud to honor our 
old-time subscribers in our 75th 
anniversary issue of Sept. 11. So, 
even if your beard is not as long 
as the reader pictured above, 
please send us your name if you 
have been a subscriber for a 
least 25 years. Tell us the year 
you subscribed. The 10 longest: 
term readers who send in their 
names will receive a life-time sub- 
scription to AMERICAN LUM- 
BERMAN. 

Address your entry to the 75th 
Anniversary Editor, AMERICAN 
LUMBERMAN, 139 North Clark 
Street, Chicago 2, Illinois. 





Electric Fan Timer 


A portable all-electric timer for 
automatically shutting off window 
and other portable fans after any 
pre-selected time has just been an- 
nounced. Housed in a _ compact 
anodyzed aluminum case, the port 
able AF is available in two time 
ranges, 0 to 10 and 0 to 20 hours. 
The timer cord is plugged into any 
convenient outlet; the fan cord is 
plugged into the receptacle at the 
bottom of the case. It can be used 
with any make of window fan. For 
more complete information write 
Paragon Electric Company, Dept: 
AL&BPM, 1303'Adams street. Two 
Rivers, Wis. 
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Current Statistics on 
Output and Distribution 

Lumber shipments of 402 mills reporting to the Na- 
tional Lumber Trade Barometer were 1.1 percent be- 
low production for the week ending June 26, 1948. In 
the same week new orders of these mills were 1.4 per- 
cent above production. Unfilled order files of the re- 
porting mills amount to 61 percent of stocks. For 
reporting softwood mills unfilled orders are equivalent 
to 28 days’ production at the current rate, and gross 
stocks are equivalent to 44 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mmils were 4.4 percent above production; orders 
were 6.1 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 44.6 per- 
cent above; shipments were 51.7 percent above; orders 
were 55.4 percent above. Compared to the correspond- 
ing week in 1947, production of reporting mills was 
1.5 percent below; shipments were 0.3 percent below, 
and new orders were 2.1 percent below. 


Western Pine 

The 98 mills reporting to the Western Pine Asso- 
ciation cut 50,644,000 feet for the week ending June 
26, 1948. The same week a year ago the cut was 
65,998,000 feet. Unfilled orders on file at the end of 
the week stood at 186,936,000 feet compared with 
165,985,000 feet for the corresponding period in 1947. 
Gross stocks stood at 567,657,000 feet compared with 
562,734,000 for the same period last year. 


Southern Pine 

Production of Southern Pine by the 108 mills re- 
porting to the Southern Pine Association for the week 
ending June 26, 1948 amounted to 17,469,000 feet. This 
was 8.24 percent above the three year average for the 
same mills. Shipments for the week ending June 26 
amounted to 16,450,000 feet. This amounted to 1.93 
percent above the three year average. Orders placed 
during the week amounted to 16,639,000 feet, or 3.10 
percent above the three year average. 


Northern Pine 

Production of Northern Pine by the five mills report- 
ing to the Northern Pine Manufacturers Association 
for the week ending June 26, 1948 amounted to 1,340,- 
000 feet. The same week a year ago the cut was 
1,960,000 feet. Shipments during the current week 
totaled 1,255,000 feet compared with 785,000 feet a 
year ago. Unfilled orders on hand stood at 6,250,000 
feet and gross stocks amounted to 32,380,000 feet. 


In the Market Centers 

SEATTLE—tTraditional July 4 shutdowns will cut 
into early summer output of logs, lumber and shingles. 
Many union contracts include vacations and camps and 
piants will remain closed for two or three weeks. Some 
loss in production is still being felt due to the Fraser 
and Columbia river floods. However shingle produc- 
tion is back to a point close to normal. So far there 
has been no bad fire weather. Demand in the fir mar- 
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BLANCHARD 


WINDOW FRAMES 


Patent Pending 








Greatest Basic Improvement in 
Window Frames in 100 Years! 














NOW AVAILABLE! 
* One Frame makes 


either — or For Manufacture under 
ae eee Blanchard Franchise. 


* Eliminate all trims, : ‘7 . 
mullions, Pn We are interested in presenting 


: Blanchard Frames to reputable sash 

aa & parting and door manufacturers, lumber and 
. building material dealers on a_ basis 
that will prove extremely profitable 


* Simple, practical, pony lg 


economicsi, & easy 


to install. , ‘. ss 
This revolutionary new frame is simple 
* : and practical. It saves time, labor 
Gow Oe seootted and material. It has great strength 
easy handling, ship- and carrying capacity. 


oS No special machinery or equipment 


required for its manufacture. Our 
franchise to manufacture and sell 
Bianchard Frames opens new profit 
opportunities. 


Fully weather- 
stripped, _insulated, 
rattle-proof and _ in- 
sect proof. 


* F.H.A. Approved. WRITE for descriptive folder and 
full information. 


BLANCHARD FRAMES, Inc. 
Office: 311 Gibbs Building 
SAN ANTONIO, TEXAS 
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Oak-Beech-Pecan-Ash 






In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 










For prompt attention on your needs phone or write 


Miller & Company, Inc. 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 Phones — Jackson 1885 



































































The Original 
Modern Wood Preservative 
and 
Parker’s Primerless Putty 


have been time-tested through many years of 
service to the building industry. 













Specify them 
on your next order. 


“TRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


















80 years of service 
to the sash and door 
industry. 





Sitka Spruce Lumber 


and 


Box Shook 





POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 



























LUMBER MARKET 


ket is still strong with little change noted for the 
month of June. There seems to be an improvement in 
the manufacture of uppers. At least it is reported 
they can be bought if the buyer wants to pay the price, 
which is still close to the all-time high. Present range 
for uppers is from $165 to $180. In some instances 
boards have shown a little weakness but bring $60 to 
$68. Dry 2 by 4’s are much in demand and bring from 
$68 to $71. 


BALTIMORE—Building permits in the metropoli- 
tan area of Baltimore for the first five months of 1948 
almost doubled the record of last year. There was a 
total of 11,535 permits with a valuation of $50,468,274, 
Included were permits for 6,365 dwelling units with a 
valuation of $34,909,032. In the same period last year 
there were 8,115 permits valued at $25,846,071. In- 
cluded in this total were permits for 2,943 dwelling 
units with a valuation of $16,274,442. Thus 1948 
home construction more than doubled that for 1947. 
For May alone this year, total valuation was $9,911,- 
099, of which $7,032,072 was for home and apartment 
construction. For May of 1947 the total valuation of 
building permits for dwellings amounted to $4,454,600. 
Local builders report that failure of Congress to renew 
Title VI of the National Housing act will not seriously 
affect construction. Much housing under way before 
Title VI expired will be completed this year. Rental 
housing comprises more than half of the current build- 
ing. 











KANSAS CITY—The Southwest lumber market 
continued to show signs of easing up as lineyards and 
the big industrial users of lumber bided their time. 
General reductions in price lists were not the rule, but 
enough different surplus items at various mills had 
accumulated to permit buyers to obtain lumber at con- 
cessions ranging from $1.00 to $5.00 per thousand 
lower than two weeks ago. Of interest was the in- 
creasing number of small mills in the district that 
closed in the past fortnight. The buyers of green lum- 
ber and concentration yards are no longer interested 
in accumulating inventory and this has hit the pecker- 
wood mills a body blow. A like condition arose last 
summer, when prices eased to the point where marginal 
operations were no longer profitable. Price lists were 
fairly steady on key items. Finish at $170 to $175 re- 
main unchanged and flooring at $165 to $170 was at the 
same levels as a month ago. 


TACOMA—Despite the customary holiday shut- 
downs, which were briefer than usual at most mills 
this year, lumber production continues in good volume 
in the Tacoma area. Despite high prices, demand is 
plentiful for better grades. Poorer grades are begin- 
ning to accumulate. Continued dry weather is stimu- 
lating the forest fire hazard. The most serious fire 
reported so far is near Ryderwood in Southwest Wash- 
ington, involving between 2,000 and 3,000 acres, con- 
fined chiefly to cutover lands. The past week saw at 
least a partial resumption of operations by sawmills 
in Southwest Washington towns closed down by re- 
cent Columbia river floods, although it,probably wil! 
be a while at least before all of them are back to 
normal production. 
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Ponderosa Pine 
SUSANVILLE @ 


PAUL BUNYAN’S LONG SAW 


Paul has discarded his Long Saw that reached across two townships. 
He missed too many trees in the valleys cutting in his virgin forest 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 


White Fir Incense Cedar 


CALIFORNIA 






































SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 








tion, Portland, Oregon. 











DISTRIBUTORS OF 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 








*Member of the Western Pine Associa- 











PF ae Fe Wedoue 


SHEVLN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








NEW YORK 
1604 Graybar Bldg. 
Lexington 2-9117 


CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 





SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 2-7041 

















WAY AHEAD OF ANYTHING 
IN THE LOW-COST PLANER FIELD ! 


Built for the precision accuracy formerly obtainable 
A husky producer 
with wedge adjusted bed, and many patented features 
promoting convenient, time-saving operation and 
highest quality work. Big enough to meet all the 
requirements of retail! lumber companies and many 
wood-working establishments. Capacities: 24” x 8” to 
30” x 8’. Priced way below the larger planers. Every 
user is a booster. Write for Bulletin No. 54. 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICH. 


Buttoinc Propucts MERCHANDISER 


only with the larger machines. 
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LUMBER Co. 
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Eugene, Ore. 
















Cerebral Hemorrhage Causes 
Death of William Pryor 


The sudden death of William 
Murray Pryor, president of W. M. 
Ritter Lumber Company, Colum- 
bus, Ohio, came as a shock to his 
family, business associates and 
many friends. He died from a 
cerebral hemorrhage June 24. 

Mr. Pryor was born at Hughes- 
ville, Pa. in 1878, one of a family of 
10 children. Early in 1895 he ac- 
cepted a position with his uncle, 
W. M. Ritter, the founder of W. M. 
Ritter Lumber Company, and for 
53 years served in continuous di- 
rectorate capacities. 


James Simpson Dies 
from Heart Attack 


James C. Simpson, Galesburg. 
Ill., active in the management of 
many retail lumber interests, died 
from a heart attack June 27. He 
was board chairman of the Simp- 


Pohl? MEWS 


son-Powelson Lumber Co. and pres- 
ident of the James C. Simpson 
Lumber Co. 

During his youth Mr. Simpson 
had worked at rafting on the 
Mississippi river. During this time 
he studied navigation and in 1888 
received his pilot’s license. Because 
the ziver boat was owned by the 
Weyerhauser and Denkmann lum- 
ber firm with headquarters at that 
time in Rock Island, Mr. Simpson 
joined that firm as a salesman. In 
1894 he located in Galesburg to en- 
gage in the retail lumber business. 
Outside of lumber, farming was 
Mr. Simpson’s major interest. 


President of Ewauna 
Box Company Dies 


Fred Schallock, president of the 
Ewauna Box Company, Klamath 
Falls, Ore., and a partner in the 
organization since 1913, passed 
away suddenly at his home June 


29. He was 69. Mr. Schallock ang 
the late Claude Daggett became 
partners in the Ewauna operation 
in 1913 one year after it was es. 
tablished and remained associates 
until Mr. Daggett’s death in 1939, 
The Ewauna company was origin. 
ally an independent box operation 
but became a general sawmil! when 
a mill was constructed 10 vears 
after formation of the firm. 

Mr. Schallock was long a member 
of the Western Pine Association's 
Klamath District board and served 
several years as its chairman. 


Appointments and Promotions 


Penn Metal Company, Ine., at 
Boston, Mass., has announced the 
retirement, after 22 years with the 
company, of A. VALL SPINOSA, 
executive vice-president at the com- 
pany’s Parkersburg, W. Va. plant. 
Mr. Spinosa will continue to serve 
the company in an advisory ¢a- 
pacity. Elected vice-president in 
charge of production, and succeed- 
ing Mr. Spinosa at Parkersburg, is 
GEORGE A. STEVENSON. Mr. 
Stevenson went to Penn Metal from 
Ames Baldwin Wyoming Co., Par- 
kersburg, where he has been assist- 
ant to the president since 1941. 
Previous to that he was vice-presi- 























in weight . 
bevel cuts to 45 degrees .. . 


case, tools, and lubricant 


Planes, and Mall Power Saws. 


Write Power Tools Division for literature. 


MALL TOOL COMPANY 
7733 South Chicago Ave., Chicago 19, Ill. 


“Preferred by Master Craftsmen” 





Capacity 2%’ 


Other MallSaws with 2", 
27%," and 4!/2" capacities 


The faster you build . . . the less the cost . . 
profit when you use a MallSaw. The Model 70 is unusually light 
.. has a 214” cutting capacity on straight cuts . . 

can be equipped for dadoing, groov- 
ing and cutting asbestos, tile. concrete and light gauge metals. 
Available — complete with combination blade, metal carrying 
— for 115-volt AC-DC or 230-volt AC- 
DC. Other Mall Portable Power Tools include MallDrills, Mall- 


v-7:).50.0:) 5 ee 
OWER TOOLS 





MODEL 70 


are also available. 


. the greater your 





Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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ced the FITS ANY SIZE WALL 
ith the AMERICAN-BOWSTRING WOOD TRUSSES 
NOSA, Eliminate center walls and posts, increase your floor with 
he com- space and your building income—and they make your 

wa building more adaptable for any future alterations. 

. plant. AMERICAN Trusses are the most economical way to AMERICAN ADJUSTABLE 
O serv accomplish this, for they actually cut labor and con- ’ . 

were struction costs. AND —there’s no delay in deliveries. Send for Gullt-tn MAIL BOX 
rV Ca- . ® 
) at — 25 to 150 foot spans for every type of building — FREE ILLUSTRATED e Convenient e Pilfer Proof 
ent in garage, warehouse, church, auditorium, theatre or ege 
ucceed store. Made by the oldest and largest exclusive man- FOLDER e Beautifies Homes 
ucceed- ufacturers of wood trusses in America. 


Intrigues every home buyer—every prospective 
home builder. Sells your customers on your 
thoughtfulness, thoroughness and creative 
ability. So easy to include in your plan. So 
inexpensive. So worthwhile. 


AMERICAN DEVICE MFG. CO. 
DEPT. 7, RED BUD, ILL., U.S.A. 
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. Mt § AMBRICAN ROOF TRUSS CO. 
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4 ' NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blades cut through toughest insulation boards 
leaving clean, smooth 

edge. Three tools—five $585 

blades — attachments. Sent postage paid 

All for... anywhere in U.S.A. 

Extra Bevil-Devil Blades, of selected steel, ground to 


cul insulation board. Package of 100 for $4.00, 
postage paid. 


KIMBALL company, inc. 
\ 1633 SYCAMORE ROYAL OAK, MICH. 























One of the large 

Pacific Northwest manufact- 
urers of stock fir millwork 
On every Asbestos Siding job, invites your immediate inquiry 


where appearance is essential, you 


can save valuable time, simplify by phone, wire or air mail. 
fitting at corners and along win- 


dow and door frames, give added ANY WOODWORK ITEM IN CARLOAD LOTS 


protection, by using individual 


ere on ae SH- TRIM+ FRAMES» DOORS 


Lengths suitable for any Asbestos 
Siding Shingle. For complete de- Reta 


risa e «# il LWORK 


BUGHER MANUFACTURING CO. 3201 FREMONT AVE. SEATTLE 3, WASH. 
211 South Main Street, Kokomo, Ind. 


Gives Siding Jobs Improved 
Protection and Appearance 
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dent and director of Knickerbocker 
Stamping Company. 

Also announced is the appoint- 
ment of vice-president HUGH 
GALLAHER as director of domes- 
tic and export sales, with offices at 
205 East 42nd Street, New York 
City. Mr. Gallaher has been a vice- 
president of the Penn Metal Com- 
pany, Inc., and director of export 
sales since 1931. 


Inland Steel Products Company, 
Milwaukee, Wis. announces the ap- 
pointment of GORDON W. MAT- 
THEWS as its jobber sales repre- 
sentative in the southeastern part 
of the United States.’ His head- 
quarters will be at Atlanta, Ga. 


GERALD R. STARK, vice-presi- 
dent, B. F. Nelson Manufacturing 
Company, manufacturers of Nelson 
Master Roofs, Minneapolis, has re- 
signed to become president and 
general manager of the Texas Ver- 
miculite Company. The announce- 
ment was made by F. E. Mce- 
NALLY, chairman of the board of 
the B. F. Nelson Manufacturing 
Company. 

The Texas Vermiculite Company 
processes products which are used 
as light aggregate for plaster and 





Silver Goblets presented to H. C. Berckes on June 21, 1948, in honor of his 25th Anni- 
versary as Secretary-Manager by employes of the Southern Pine Association. Inset; 


Mr. Berckes. 


concrete and also for loose-fill in- 
sulation. They have a plant at 
Burnet, Tex., with headquarters at 
San Antonio. 


HARRY LEVEY, president of the 
Adirondack Homes Company, cele- 
brated the completion of his 50 
years in the building and housing 
industry at a golden jubilee testi- 
monial dinner tendered him at the 
Hotel Commodore on July 12. 


T. C. SOUTHWORTH was re- 
cently named general superinten- 
dent of T. Southworth Tractor and 
Machinery Company, Inc., in Me- 
nands, New York. In this capacity 
Mr. Southworth is in charge of all 
machine inventories, new and used; 


all company property, its mainte- 
nance and development, and all 
shop operations, tools and equip- 
ment, purchase of supplies, and the 
records and business operation of 
the shop. After a year and a half 
at Amherst College, Mr. South- 
worth joined the Army Air Force 
where he served three years. After 
his discharge, he worked for the 
Chance Vought Company as Flight 
Test Engineer. Before joining the 
T. Southworth Company in 1946, 
he studied engineering at Rens- 
selaer Polytechnic Institute in 
Troy. 

CHARLES E. VAN HAGAN, Madi- 
son, Wis., was appointed to the 
position of secretary-treasurer of 














Protection Products Mfa. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 
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Now in Our New Larger Modern Plant at 5237 E. Marginal Way 


BURNER wit 
CONE GRAT 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 

We Also Build 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 
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Straight a Sent boiler Tubes 
SEATTLE BOILER WORKS 


SEATTLE, WASH. 














LINDSEY 
Self -Loading 
Skidders 


are used with either team 
or tractor. On short hauls, 
snaking, and bunching 
logs, they are unexcelled. 


Lindsey Wagon Co. 
Sole Manufacturers 
Laurel, Miss. 
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lineal feet of STRAIGHT lumber eve 
less cost, tco... 
variable feed with feed belt tightener, guide rail spurs, 
well-balanced mandrel, rugged construction. Write TODAY 
for all the facts. 
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PAL Lot STRAIGHT LUMBER 






You can turn out as much as 157 
minute ... and at 
with the Miner Edger. Light running. 
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Stop Everything!— 
Until you have seen 
that line of bathroom 
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h Anni- ably prompt shipment on heavy Beech and Birch flooring. 
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Selling to Lumber Dealers Only 
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Write for sample and price list. 
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the Forest Products Research So- 
ciety by action of the executive 
board. He will succeed THOMAS 
R. C. WILSON, who plans to com- 
plete his work with the Society in 
August and resume his practice 
as a consulting timber engineer. 
Mr. Van Hagan was formerly with 
the U.S. Forest Products Labora- 
tory, where for the past four years 
he has been a technical writer 
and reviewer. A registered profes- 
sional engineer, he is a member of 
the American Society of Civil En- 
gineers. 


Announcement has been made of 
the retirement of JOSEPH L. STRONG 
who has served so loyally and cap- 
ably as secretary of the Lumber 
Trade Association of Cook County, 
Ill. In addition to having been the 
secretary of the association for the 
past 10 years, Mr. Strong served 
the predecessor associations of the 
lumber industry in Cook County. 
To take Mr. Strong’s place the 
board has elected Miss PHOEBE B. 
HEss, who has been Mr. Strong’s 
assistant for many years. 


ARTHUR ADAMS, president of 
Adams-Rite Manufacturing Com- 
pany, Glendale, Calif.. has been 








Here’s a big repeat item of top quality 
Diamond Points are packed in a new package 
which prevents breaking of “sticks.” They are 
made by an exclusive Red Devil process from 
especially hard metal, treated against corro- 
sion. Come stacked in strong sticks of 100 points 
each to fit driver. 


Two SIZES 

No. 1 Diamond Points 

3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000 points (50 
sticks) to a package. 

No. 2 Diamond Points 

1/2” long for No. 2<f 9 
Driver. 4,000 points (40 
sticks) to o package. 


RED DEVIL TOOLS. 
‘ Irvington TL Ne JU. S.A 








awarded membership inthe 
Nationa] Contract Hardware Asso- 
ciation. Adams-Rite has been man- 
ufacturing high quality builders’ 
hardware for Pacific Coast con- 
sumption for nearly 50 years and 
has recently established distribu- 
tion throughout the United States. 


R. O. GEUTHER has been ap- 
pointed manager of the advertising 
department of H. D. Hudson Manu- 
facturing Co., 589 E. Illinois St., 
Chicago. As vice-president and di- 
rector at Evans Manufacturing 
Company, Mr. Geuther has for four 


vears prepared and written Hudson 


publication advertising and assist- 
ed the company with numerous 
other matters pertaining to adver- 
tising and sales promotion. He is 
therefore thoroughly familiar with 
Hudson products, markets and mer- 
chandising activities. Mr. Geuther 
will be closely associated with R. A. 
TOBIAS, manager of the merchan- 
dising department. 


CORYDON WAGNER was elected 
president of the Douglas Fir Ex- 
port Company, in Seattle, Wash., at 
the company’s annual meeting. G. 
ARCH KINGSLEY was elected vice- 
president; L. E. FORCE, vice-presi- 
dent and general manager; W. B. 
NETTLETON, secretary and treas- 
urer. 


Companies Announce 


Effective July 1, ATLAS LUMBER 
YARDS will be known as Peavey 
Lumber Yards. R. W. Kemerer, 
general manager of the company, 
with headquarters in Minneapolis, 
explained that Atlas has been a unit 
of F. H. Peavey & Company for 
many years, and now is adopting 
the company’s family name in the 
interest of greater firm unity. 


Effective July 1, 1948, John Haw- 
ley incorporated as HAWLEY LUM- 
BER COMPANY, (Ontonagon, Mich.) 


July 


the business which he establisheg 
April 7, 1881. The officers are John 
Hawley as president, and his songs 
Edwin W. Hawley as vice-president 
and Thomas D. Hawley as secre. 
tary-treasurer. 





Questions and Answers 
(Continued from Page 46) 


nominal and no funds would be de- 
voted to anything else except research 
into the reduction of the cost of home 
and light construction. 


Q. How will the research discoy- 
eries and beneficial information be 
disseminated ? 

A. Through bulletins of the Re- 
search Agencies, through National 
and Regional Associations and 
through the trade press. 


Q. When would the trustees be 
changed? 

A. At the will of the committee in 
charge. The permanent structure will 
be set up by the Committee of One 
Hundred. 


Q. Can dealer subscribers see for 
themselves the research work being 
done ? 

A. Based on experience with the 
University of Illinois, the Small 
Homes Council welcomes visits from 
dealers at any and all times. This 
would be a part of any contract made 
with any research body. 


Q. Who are the originating group? 
A. The first 25 subscribers to the 
plan. 


Q. Who is eligible to subscribe? 

A. Every retail lumber and build- 
ing products dealer is urged to par- 
ticipate. Subscriptions of wholesal- 
ers and others interested in the objec- 
tives of this work will be welcome. 


Q. Where will the research money 
be invested? 

A. Once each year competent re 
search agencies will be invited to 
submit projects to the Committee of 
One Hundred who will decide what, 
where and how many research con- 
tracts to let. 


Q. How will the Committee of One 
Hundred be selected? 

A. The first 25 dealers will select 
an additional seventy-five based om 
geographical distribution, trying 
get representations on the Committee 
of One Hundred from every State m 
the Union. 


Q. Is the dealer’s three year sub- 
scription cancelable?° 

A. Yes, during the second and 
third year of operation if a dealer be- 
comes dissatisfied with the research 
work being done, he may cancel his 
subscription. 


Further questions may be addressed 
to Ray Schaub, temporary chairmal 
of the Committee of One Hundred, 
Northern Indiana Lumber and Coal 
Company, Whiting, Ind. 
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